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THE WAR AND LIFE INSURANCE 


The Pilot Life was organized thirty-nine years ago this 
month. In a letter to the field, President Emry C. Green had 
this to say about the company’s anniversary: 


“Your company was thirty-nine years old on July 1, 1942. 
In a day when the institution of free enterprise is being at- 
tacked by the forces of aggression the world round, it is 
especially appropriate that we should dedicate this month 
to celebrating our company’s anniversary. 


‘Uppermost today in the mind of every citizen is winning 
the war. It should inspire you to know that you are a mem- 
ber of acompany and a business which are playing a force- 
ful and effective part in fighting the enemy. 


“During 1942, the Pilot has purchased Government Bonds 
in excess of the total ordinary premiums received so far this 
year. Our total holdings of Government securities represent 
a substantial contribution to the war effort. 


“Every time you sell a life insurance policy, you are un- 
questionably aiding in the preservation of our American 
way of life.” 


= PILOT LIFE ¢ 
= INSURANCE CONPANY 4% 


GREENSBORO, N. C. 
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ANOTHER COMPLETE SELLING PLAN 
PROVIDED TO EQUITABLE AGENTS 
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THE EQUITABLE'S NEW TWO-FOLD INCOME PLAN 


provides a simplified sales procedure whereby an agent can show the 
head of a family how he can safeguard his two fondest ambitions— 


Assure Financial Security for his Dependents 
Assure a guaranteed Retirement Income for Himself 


The plan combines life insurance and social security benefits. It is 
a time saver for the agent inasmuch as it facilitates ONE INTERVIEW 
sales. The presentation material includes complete work tables for sub- 
mitting specific cash and income benefits and the precise premium 
required based on monthly earnings ranging from $125 to $300. It is 
especially designed to reach people in the middle income brackets. 





In addition to the presentation folder reproduced above, the kit 
contains demonstration blanks and slide rule calculator, all designed for 
quick visualized sales presentation. 











Supplementing the Equitable Assured Estates and Extended Income Plans Programming Services 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 
393 Seventh Avenue, New York 








Thomas |. Parkinson, President 
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Half Year Sales 
Exceed Those of 
1941 by 8.9% 


Increase in Group Keeps 
June Total Even with 
Last Year 


NEW YORK—New life insurance 
for the first half of 1942 showed an in- 
crease of 8.9 percent over the corre- 
sponding period of last year, according 
to the Life Presidents Association. The 
total for June was 1/10 of 1 percent less 
than for June of last year. 

For the first six months, new busi- 
ness was $4,111,063,000, against $3,773,- 
796,000 during 1941, increase 8.9 per- 
cent. New ordinary amounted to §$32,- 
742,963,000 against $2,646,575,000, in- 
crease 3.6 percent. Industrial was 
$797,310,000 against $846,088,000, de- 
crease 5.8 percent. Group was $570,- 
790,000 against $281,133,000, increase 
103 percent. 

For June the new business was $647,- 
394,000 against $648,144,000. New or- 
dinary amounted to $356,470,000 against 
$449,534,000, decrease 20.7 percent. In- 
dustrial amounted to $129,863,000 
against $135,633,000, decrease 4.3 per- 
cent, Group was $161,061,000 against 
$62,977,000, increase 155.7 percent. 

Ordinary was off 23.5 percent in May 
and industrial was off 6.6 percent, so 
that the June figures indicate a small 
measure of improvement. 


A.L.C. Investment Seminar 
Resumes at Indiana U. for 
a Course of Two Weeks 


The annual Life Officers Investment 
Seminar of the Financial Section of 
American Life Convention opened Mon- 
day in the school of business of Indiana 
University, Bloomington, Ind. Enroli- 
ment was 52 men representing 45 com- 
panies, most of whom plan to take the 
full two-week course, ending July 24. 

The 1942 seminar, as was its predeces- 
sors in 1940 and 1941, is being conducted 
in cooperation with the school of busi- 
ness. Dr, Harry C, Sauvain, director of 
the seminar, is professor of ‘finance and 
director of the investment research bu- 
reau of the university. 

_Enrollment is quite satisfactory, con- 
sidering the handicaps of the war, which 
has caused sharp inroads on the man- 
power of life companies and has limited 
the time executives can remain away 
from their duties. A special concession 
was made this year, permitting a student 
to attend for one week or for a company 
to send two men, each to take a week of 
the course. 

The seminar has demonstrated its 
practicability and desirability. The cur- 
riculum and faculty being provided for 
this session, is regarded as the finest in 
the history of the seminar. It will be 
further strengthened by business leaders 
and financial educators. 





Round Table 
Qualifiers Now 
Number 113 


Fifty-nine more producers have quali- 
fied for the Million Dollar Round Table 
of the National Association of Life 
Underwriters to bring the total number 
of qualifiers to 113, it is announced by 
Robert P. Burroughs, Manchester, N. H., 
chairman of the organization. The total 
includes 35 qualifying members, 26 life 
and qualifying members and 52 life 
members. 

Of this group, the names of 54 have 
already been announced. The 59 new 
names—13 qualifying, 11 life and quali- 
fying, and 35 life—are as follows, as 
released by Mr. Burroughs: 

Qualifying — William M. Bowman, 
Phoenix Mutual, Seattle; Robert W. 
Brooks, New England Mutual, Erie; 
Meyer M. Goldstein, Connecticut Mutual, 
New York; Robert M. Hirsch, Mutual 
Life, Chicago; Charles L. Howson, Trav- 
elers, Memphis; Howell A. King, Mutual 
Benefit, Baltimore; George J. Lucas, New 
York Life, Sioux Falls; Clarence E. 
Pejeau, Massachusetts Mutual, Cleve- 
land; Ernest M. Pomerantz, Sun Life of 
Canada, Philadelphia; Edward J. Riley, 
Mutual Life, Fair Haven, N. J.; Alden 
H. Smith, Northwestern Mutual, Nash- 
ville; Sidney Weil, Mutual Benefit, Cin- 


cinnati; Lawrence Willet, Penn Mutual, 
Atlanta. 
Others Are Listed 

Life and Qualifying — Louis Behr, 


Equitable Society, Chicago; Oscar E. Car- 
lin, John Hancock Mutual, Columbus, 0O.; 
Mrs. Sis Hoffman, Union Central, Cincin- 
nati; John J. Kellam, National Life, 
Norwalk, Conn.; Eugene M. Klein, North- 
western Mutual, Cleveland; Robert C. 
Newman, St. Louis; Francis R. Olsen, 
Northwestern Mutual, Minneapolis; A. J. 
Ostheimer, III, Northwestern Mutual, 
Philadelphia; Hyman Rogal, Reliance 
Life, Pittsburgh; Sidney Salomon, Jr., 
Equitable Society, St. Louis; Harry 
Steiner, Equitable Society, Chicago. 
Life—Dr. C. E. Albright, Northwestern 
Mutual, Milwaukee; C. Vivian Anderson, 
Provident Mutual, Cincinnati; Philip F. 
Broughton, New York; Robert A. Brown, 
Pacific Mutual, Los Angeles; Dana C. 


Clarke, New York; Charles E. Cleeton, 
Occidental, Los Angeles; William 0. 
Cord, Fidelity Mutual, Dayton; R. U. 


Darby, Massachusetts Mutual, Baltimore; 
R. W. Dozier, Massachusetts Mutual, 
Oklahoma City; Herman Duval, North- 
western Mutual, New York; H. G. Feld- 
man, Pittsburgh; S. Henry Foreman, 
Mutual Life, Chicago; Adolph E. Gillman, 
Northwestern Mutual, Cincinnati; Henry 
W. Hays, Massachusetts Mutual, Roches- 
ter; Samuel S. Herwitz, Mutual Life, 
Cincinnati; J. Frank Holmes, Indian- 
apolis; Wallace H. King, Mutual Bene- 
fit, Lima; Frank J. Koors, Minneapolis; 
Herman Lasker, Mutual Life, Eau Claire; 
Edwin M. Lillis, Northwestern Mutual, 
Erie; Rowland F. Mellor, Mutual Bene- 
fit, New York; Victor F. Pettric, Occi- 
dental, Los Angeles; Tom B. Reed, Great 
Southern, Oklahoma City; Leonard L. 
Rothstein, Home Life, New York; Paul 
Cc. Sanborn, Boston; Robert Sanders, 
Business Men’s Assurance, San Diego; 
George H. Schumacher, Massachusetts 
Mutual, Cleveland; Thomas M. Scott, 
Equitable Society, Philadelphia; Marvin 
Sherman, Equitable Society, Los Angeles; 
Samuel Soforenko, New York Life, 
Providence; L. A. Spencer, Equitable So- 
ciety, Youngstown; Bruce Sweet, State 
Mutual, Buffalo; Grant Taggart, Califor- 
nia-Western States, Cowley, Wyo.; Stan- 
ley F. Transue, Penn Mutual, Bethlehem; 
J. Hawley Wilson, Massachusetts Mutual, 
Oklahoma City. 


McAndless Plan 
in Tax Bill 


House Ways and Means 


Committee Reports— 
Industry Formula Adopted 


WAS HINGTON—A new formula, 
providing that a “reserve and other pol- 
icy liability credit” be substituted for the 
present reserve- earnings deduction, the 
deduction for interest paid and the de- 


_duction for deferred credits, is provided 


for life insurance companies in the 1942 
tax bill reported to the house by its ways 
and means committee this week. The 
formula has become known as the Mc- 
Andless plan. 

The new credit will be a flat percent- 
age of net investment income after de- 
ducting tax-exempt interest, designed, 
the committee explained, to eliminate 
the double deduction for such interest 
allowed under existing law. 

The percentage is to be the same for 
all companies and is to be determined 
on the basis of the aggregate deductions 
of all companies for reserve earnings, in- 
terest paid, and deferred dividends 
which, in 1941, amounted to approxi- 
mately 93 percent of the aggregate net 
investment income after deducting tax- 
exempt interest. 


Annual Adjustment Provided 


The figure for each taxable year, how- 
ever, is to be determined by the secre- 
tary of the Treasury, based on such data 
with respect to life companies for the 
preceding year as he considers proper. 

In addition to this, major change, the 
committee amended section 201, relating 
to foreign companies, to change the 
computation of normal tax and corpora- 
tion surtax net income so that the tax 
shall be imposed on income from sources 
within the United States instead of, as 
under existing law, on the share of its 
net income from all sources which re- 
serve funds held on United States busi- 
ness bears to its total reserve funds. 
Canadian companies, which will be 
chiefly concerned, it was explained, ob- 
ject to the present treatment because the 
rate of interest earned on United States 
securities in which they are required to 
invest the reserves and surplus held for 
the protection of their business in this 
country, is less than that earned on for- 
eign securities. In addition the prorat- 
ing, in effect, allows only part of tax- 
free interest to be exempted. 

The same section was further amended 
to exclude burial or funeral benefit com- 
panies which, it was held, are not in 
reality writing life insurance, but com- 
panies writing noncancellable contracts 
of health and accident insurance are to 
be taxed as life companies because such 
policies require the accumulation of sub- 
stantial reserves and the writing of such 
insurance is analogous to life insurance. 
The unearned premiums and the total 
unpaid losses on noncancellable health 
and accident policies are added to life 
insurance reserves in determining 
whether a company is to be considered 
a life insurance company 

In view of the fact that classification 
as a life company depends upon whether 
certain reserves comprise more than 50 
percent of its total reserves, the commit- 
tee added a provision to the section, de- 
fining the term “life insurance reserves,” 


Schedule for 
N. A. L. U. Chicago 
Parley Arranged 


Sessions to Be Held 
Over Three Day Period 
in War Gathering 


A schedule of events for the war 
meeting of the governing bodies of the 
National Association of Life Underwrit- 
ers, to be held at the Edgewater Beach 
Hotel, Chicago, Aug. 17-19, has been re- 
leased. The meeting will take the place 
of the convention, originally scheduled 
for Minneapolis but called off in view of 
the demands being made by the govern- 
ment on the nation’s transportation sys- 


tem. 

On Monday, Aug. 17, there will be an 
all-day meeting of the trustees and that 
evening will be the dinner and meeting 
of the trustees of the American College. 

On Tuesday sessions of the national 
council will be held and there will be the 
evening dinner of the directors of the 
American Society C. L. U., followed by 
conferment exercises of the American 
College. 

On Wednesday morning comes the 
meeting of the delegate body of the 
association’s convention and then there 
will be luncheon for members of the 
delegate body, followed by adjournment. 

It is expected that the Chicago meet- 
ing, at which the business will be con- 
ducted solely by the trustees and na- 
tional council, will attract about 300. 


ODT Man Praises Action 


Favorable reaction to the association’s 
decision was quickly forthcoming. H. F. 
McCarthy, director of traffic movement 
of the Office of Defense Transportation, 
said in a statement to President John 
A. Witherspoon: 

“The fact that this was the first can- 
cellation in the 53 years you have been 
holding annual meetings strikes me as 
being most cooperative. In view of the 
probable transportation requirements of 
the military, we think you have acted 
wisely and certainly in the best interests 
of your association. When the war has 
been concluded and transportation facili- 
ties are again normal, I am confident 
your regular meetings can be resumed 

(CONTINUED ON PAGE 9) 








and other provisions defining “adjusted 
reserves,” “reserve earnings rate,’ “re- 
serve for deferred dividends,” “interest 
paid” and “net income.” 

Another new provision, section 201 
(F), is designed to prevent a double de- 
duction such as interest being included 
twice in the computation of the reserve 
and other policy liability credit, once as 
interest paid and again as a percentage 
of the mean of adjusted reserves. 

Section 201 (G), also new, is to pro- 
vide a more easily determinable tax base 
for the cancellable health and accident 
business of life companies. 
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Recruiting Still 
Can Be Successful 


Manager Finds Agency 
Morale Is Most Important 
Factor 


Recruiting of new men can be carried 
on successfully although it now takes 
considerable work and effort on the part 
of the manager, an agency manager in a 
large metropolitan area with an excellent 
record for the year asserts. The impor- 
tant thing, he believes, is agency morale. 
If the men are happy and making good 
money, it is not difficult to attract other 
good men to the agency. 

Since the first of the year he has put 
on four new men, all of whom are mak- 
ing good in a very satisfactory manner. 
One of the men was drafted through the 
manager’s personal acquaintance from 
the business in which the manager had 
been before going into life insurance, 
The man was 50, and previously was in 
the oil business. The second, a bank 
examiner, 38, came from a center of in- 
fluence, a banker. The third man, a law- 
yer about 40 years old, came into the 
business through the work of a district 
manager. The last man, 31, previously 
was in the retailing business as assistant 
manager of a branch and entered life 
insurance because of an acquaintance 
with the assistant agency organizer. 


Sees Great Opportunities 


This manager stated there are tremen- 
dous possibilities and opportunities for 
successful men in life insurance if they 
believe in their work. The agency, with 
20 percent of the agency force, is doing 
50 percent more business than it did in 
1934, when the present manager took 
charge. There has been a steady tend- 
ency in the agency for the paid for busi- 
ness to approach the written business. 
In 1934, the paid business was one-half 
of written. For the first six months this 
vear the figure is 90 percent. 

The manager said unfortunately, man- 
agers and general agents do not have 
enough confidence in the future of the 
business to endeavor to persuade a man 
who gave evidence of making a good life 
insurance agent to quit his present job 
when he was making only $150 a month. 
He stated that he was working on a 
man making $10,000 a year to come into 
his agency and that he himself quit a 
$10,000 job when he went into life in- 
surance. 

His advice is: Be enthusiastic about 
life insurance, believe in the possibilities 
of the business, build up centers of in- 
fluence who will recommend good men, 
keep the men happy and successful by 
giving them personal help and attention 
and always leave the door open to them 
whenever they need help. 





Sales Suggestion 
for the Week 


While many life insurance men do 
not solicit any other kind of insurance 
with the possible exception of accident 
and health insurance, there is an oppor- 
tunity sometimes to make an approach 
through another line that might be taken 
advantage of, especially in days like 
these. For instance, the public mind is 
very much centered on war damage in- 
surance. This is written by the War 
Damage Corporation. All fire agents 
have applications and know all about it. 
A life man can easily master this form 
of indemnity because it is comparatively 
simple. Numbers of them have been 
going to see people with whom they 
had difficulty in getting an audience by 
making the approach on war damage in- 
surance. They carry an application and 
have been well enough informed about 
it to answer questions. In that way the 
subject of life insurance can be brought 
in without the slightest embarrassment. 





U. S. Bond Investments Reported 





Companies listed below on June 30 
owned $414,784,606 in U. S. government 
bonds including guaranteed bonds of 
federal agencies, bringing the total re- 
ported to date to $1,788,096,821. The 
increase in federal holdings since Dec. 
31, for the companies below is $37,662,- 
973, the total increase including compa- 
nies which reported last week being 
$224,584,425 or 13.7 percent. 


bonds, while during the last six months 
they increased their federal bond hold- 
ings by $46,804,725 which represents 
28.8 percent of their $162,602,497 total 
cash premiums received. 

In comparing cash premiums and the 
increase in bond holdings during the 
first six months, consideration has to be 
given the fact that commissions, taxes 
and other expenses have to be deducted 


Companies reporting to date have before arriving at net income left for 
$389,690,503 or 17 percent of their investment. Thus the ratio would be 
$2,290,868,014 invested assets in U. S. much higher on a “net” basis. 

Inc. in 
U.S. Bonds* U.S. Bonds Cash Invested 
Owned Owned Since Premiums Assets 
June 30, Dec. 31, 1st 6 mos. June 30, 
1942 1941 1942 1942 
DEUGRES CRED: - o6 oos0as ee ahe $ 1,659,075 $ 209,400 $ 1,016,463 $ 21,613,685° 
Bankers Mutual, Il1....:.....0¢ ‘ 20,000 278,030 By yy 
Columbian National Life..... 11,886,276 225,000 3,096,123 52,401, "176 
Himpire fife & Accl.. .....05.0<0 171,300 48,500 764,786 2°729,045 
TUUITR DIC. Tbe, TBS 5 -0:0.0:05s 000.0\s,0-0 35,524,706 3,413,181 9,461,73 221,909,165 
Farmers & Bankers Life...... 4,414,500 542,000 806,328 13,056,143 
Cee Le eee 2,036,250 458,100 1,090,773 17; 946, 838 
Fidelity Mutual Life.......... 27,256,420 1,847,038 »932,536 139,588,094 
pe Te ore 4,151,725 1,398,050 3,479,859 46,832,939 
RNS NI oo oth 5 56 16 02% wv S'S Hale 9 wo 600,000 0,000 272,557 3,831,517 
Great American Life. «<0 280,368 S07-000 Aidlcroe — .. Weibeieres 
Great Nortiern iife......%.... 595,550 137,000 486,563 7,894,668 
1Great-West Tile ........siccscce 1,579,000 375,000 1,950,000 23” 959,482? 
Home Beneficial Life......... 3,673,000 902,000 3,865,191 12) 244,231 
Home Security Life........... 550,650 104,150 954,267 4,375,414 
momen Gite LTAleC. ........0ccwcase 192,400 —3,80 433,520 2,296,190 
OS Se eer 675,000 821,450 1,110,260 17,561,594 
TARO: SOE WAC BATID ois os isis weisisoioiee 12,734,100 1,209,95 9,273,432 117,827,025 
Lincoln National Life......... 29,016,667 2,912,781 1%, 020, 834 178, 379, "4964 
Loyal Protective Life......... 760,000 65,000 754.9745 2) 694,368 
Lutheran Mutual Life........ 750,600 454,500 1,105,309 13, 935, 447 
BURCH ARIED: © x: 6.5 01000:5 s0'0'0%018 180,450 93,400 45,15 5,360,334 
Minnesota Mutual Life........ 4,693,426 684,810 3,794,926 55,686,662 
rere 1,346,307 183,716 2,349,714 7,702,145 
Bemeuma! Teast Tiles 2. ic scw ss 12, 720, 000 2,232,500 3,254,690 55, 080, 3104 
PERAOTIL. BMCG,. Absa s 5 6.0's0ies-0 90 1'541,300 125,0 594,466 7,674,244 
Joffe lg me © tee eee J) 0) De ees ore 56,02 259,812 
Ohio National Dile. oi... e060 5,700,000 408,000 3,142,076 58,570,765 
Pacific National Life.......... 340,000 65,000 378,645 2,880,507 
Pan-American Life ........... 1,107,650 782,000 3,186,854 45,056,511 
Phoenix Mutual Life......... 58,811,775 7,019,500 14,900,000 285,450,000° 
STROUD BED | o0 6% 6.a's:050's Ko wes 22,612,659 2,052,963 9,671,779 147,709,494 
eee Te cl Me © | 162,110 36,435 219,669 3,771,353 
St. Louis Mutual Life......... 435,900 198,400 168,222 1,848,5 
Security Life & Accident..... 1,129,896 199,938 850,548 6,131,769 
Security Life & Trust......... 1,004,800 364,000 872,719 8,210,248 
State Mutual, Mass........... SA05200 8 06s deeass 8 _ 490% 6» 209,052,501 
COTS SSS Se err 3,490,000 310,500 2,206,539 23,850,000 
Teachers Ins. & Annuity...... 20,715,000 ——5O9 000 — swiss 132,493,000 
United Services Life.......... 100,000 70,500 340,001 584,560 
WACtOry Tate. TRAM 0 058s see are 1,573,900 82,000 570,215 10,686,609 
fs ee ere ee 1,875,000 387,500 801,120 17,068,722 
Western Mutual Life......... Obs 128,358 713 "422 
Western & Southern Life..... 87,647,594 6,414,106 17,303,301 196,538,7817 
Wisconsin National Life...... 2,375,604 225,555 537, 773 9,976,278 
Wisconsin State Life Fund.... 83,900 29,800 42.837 677,712 
FRATERNALS 
py a Se er 478,787 50,000 651,978 11,713,336 
Lutheran Brotherhood ....... 483,075 75,000 1,240,551 14,141,145 
Neighbors of Woodcraft...... 1,021,500 225,000 716,806 5,342,473 
Royal Neighbors ............. 1,684,750 1,050,000 3,756,630 81,078,019 
Woodmen of the World, Neb.. 8,787,111 49,950 4,884,924 125,911,038 


*Including guaranteed bonds of federal government agencies. 


1U. S. business. 
include cash. ‘Ledger assets. 
mate. 


2Does not include policy loans of $3,160,359. 
5Includes $678,189 accident and health. 
7Does not include policy loans of $8,479,547 or cash in banks of $1,771,977. 


8Total does not 
6A pproxi- 








Conn. Banks Now Have 
$722,100 Insurance in Force 


A summary of production for the 17 
mutual savings banks offering life in- 
surance in Connecticut shows a total of 
$941,450 of life insurance has been ap- 
plied for and of this amount, $722,100 
is now in force. 

About 82 percent of the applicants 
have applied for $1,000 or less of insur- 
ance and 45 percent of the applicants 
held no previous life insurance, and an 
additional 30 percent held $1,000 or less. 

No deaths have occurred to policy- 
holders during this first six months pe- 
riod. 

Prior to the inauguration of the plan, 
it was estimated that the savings bank 
in Connecticut would produce about one 
and one-half million dollars of life in- 
surance in force for the first year’s bus- 
iness. Present indications are that this 
production will be reached despite the 
retarding effect the war has had on the 
sale of life insurance. 

The Bridgeport-People’s bank has had 
352 applicants and has issued $270,600; 
Connecticut Savings Bank, 142, $144,- 
250; Waterbury Savings Bank, 133, 
$138,750. The others have been far less 
active. 





Home Life of New York has become 
a member of the American Life Conven- 
tion, which now has 166 member com- 
panies. 


Can't Add Restrictions 
When Group Is Converted. 


Commissioner Rouillard of New 
Hampshire has issued a request to com- 
panies that when converting group or 
wholesale policies the new _ contract 
should not contain restrictions or limita- 
tions not contained in the original. 

Although the ruling does not spe- 
cifically mention war exclusion clauses, 
it is obvious that Mr. Rouillard had such 
restrictions in mind. 


Conversion Clause Is Ambiguous 


He states that wholesale and group 
policies usually contain a provision that 
the company will convert the policy to 
any other form customarily issued bv 
the company except term. Some com- 
panies are construing the wording of this 
conversion privilege as granting them 
the right to insist that insured accept a 
policy which they have only recently 
been issuing and which contains restric- 
tions not in the original contract. 

This action indicates that the con- 
version clause is ambiguous, “ and we 
are of the opinion that where such 
ambiguities exist, it is the duty of the 
department to construe such contracts 
in the light most favorable to the insured. 
As the wording employed is that of the 
company, it is consistent with both 
reason and justice that any fair doubt 
as to the meaning of its own words 
should be resolved against it.” 


Acacia’s Study 
of Job Hazards 
Proves Valuable 


With the war production increasing in 
volume daily, and the numbers of work- 
ers in industry multiplying proportion- 
ately, new situations are presented to 
the home office underwriters, the adjust- 
ment of which ultimately affect the 
pocketbook of the worker. Considera- 
tions such as the entry of great numbers 
of women into industry, the increase of 
man power in laborious and hazardous 
occupations, the conditions under which 
these men and women operate, all enter 
into the writing of insurance policies. 

It was with these new trends in mind 
and, further, with an eye to benefit the 
worker wherever possible in establishing 
rate tables to meet changed conditions, 
that Acacia Mutual Life began a year 
ago last spring to study the situation in 
a novel and constructive manner. The 
result was an educational program of 
films showing actual operations in a 
variety of industries. Minute and close 
observations of activities in war produc- 
tion and allied plants thus obtained en- 
able the underwriter to judge with 
greater accuracy the occupational haz- 
ards involved and, where improved oper- 
ating conditions are shown, as is often 
the case, to revise the insurance pre- 
mium rate in favor of the worker. 
Trained in this way underwriters learn 
to associate “job titles” appearing on ap- 
plications with job activities. 

Films were obtained through govern- 
ment and commercial agencies and the 
program proceeded so successfully and 
with such favorable notice that it at- 
tracted the interest of other insurance 
companies. Inquiries directed to Acacia 
Mutual by these institutions received 
prompt attention and several companies 
from all sections of the country have 
now adopted similar methods of under- 
writing training. 

Films shown to date in the auditorium 
of the Acacia building include: ‘The 
Making and Shaping of Steel,” “Steel— 
Man’s Servant,” “The Making of Safety 
Glass,” “Lead Mining in Southeastern 
Missouri,” “The Manufacture and Use of 
Abrasives,” “The Evolution of the Oil 
Industry,” “The Power Within” (a story 
of the Internal Combustion Engine), 
“The Story of Sulphur,” “The Construc- 
tion of Boulder Dam,” ‘ ‘Bridging San 
Francisco Bay,” and “Shipbuilding 
Skills.” Pictures showing operating ac- 
tivities in other equally important indus- 
tries will be shown at regular intervals in 
the future and among these Acacia Mu- 
tual plans to include medical films on 
subjects valuable in the training of its 
underwriters. 

In addition to its own members the 
Underwriters Club of Acacia Mutual in- 
vites the entire personnel of the organi- 
zation to these showings and likewise ex- 
tends the facilities of the program to the 
executives and underwriters of other lo- 
cal insurance companies. 





Lincoln National Employes 
Reach 10% Payroll Quota 


Employes _ of Lincoln National Life 
received official insignia and window 
posters from the Treasury Department 
in acknowledgment of their participating 
in the payroll plan for buying war bonds 
to the extent of 10 percent of payroll. 
Presentation was by Merle J. Abbett, 
executive chairman Allen county war 
saving staff and A. J. McAndless, presi- 
dent of the company. 

The employes’ committee consisted of 
Eileen Kiessling, Marjorie Schof, Mary 
Ann Kelley, Justine Coudret, J. B. Don- 
nally, Gathing Stewart, Robert Schane 
and Robert Hines. 

Lincoln National is believed to be the 
first company in Fort Wayne with 500 
or more employes to achieve the 10 per- 
cent quota. The deductions total more 
than $10,500 a month and amount to 
10.12 percent of the company’s monthly 
payroll. 
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N. A. L. U. Nears 
Billion Goal 
in War Bond Drive 


Agency Canvassers Have 
Produced $926,345,336 in 
Sales and Pledges 


Sales and pledges of war bonds by 
volunteer “minute-man” members of the 
National Association of Life’ Under- 
writers have reached a total of $926,345,- 
336 as of July 1, it is announced by 
William H. Andrews, Jr., Jefferson 
Standard, Greensboro, chairman of the 
committee in charge. 

More than 360 of the local units are 
active in the sale of bonds, principally 
through salary savings plans. Nearly 
18,000 members are installing the plan. 
Preliminary contacts have been made in 
66,624 firms, and the association volun- 
teers have placed in action plans calling 
for weekly or monthly salary allotments 
by employes in 43,965 of these concerns. 

Employes in the contacted firms total 
12,504,446, and 8,029,052 of these have 
joined the savings plan. Cash sales to 
date have been $192,008,648, with yearly 
pledges of $734,336,688 bringing the 
grand total of sales and pledges up to 
$926,345,336. 

Since March 1, association bond sales 
have averaged over $175,000,000 per 
month, Mr. Andrews said. Cumulative 
totals at the first of each month, show- 
ing the rapid rise in the figures, are as 
follows: Dec. 1, $3,000,000; Jan. 1, $32,- 
644,785; Feb. 1, $117,756,430; March 1, 
$205,002,953; April 1, $394,020,548; May 
1, $588,485,816; June 1, $739,488,385; 
July 1 $926,345,336. 

The primary objective is $1,000,000,000 
in sales and pledges by the time the 
national council holds its annual meeting 
in Chicago Aug. 18. With just $73,654,- 
644 to be sold during July and the first 
half of August to assure that total, how- 
ever, the association should meet the 
first objective easily. 

Association workers are first attempt- 
ing to install the payroll savings plan in 
all the firms in their community. Sec- 
ond, they are working to assure 100 per- 
cent participation of employes in every 
plan installed. And third, when the first 
two steps have been completed, they are 
checking back to bring the average of 
og up to 10 percent of the firm’s pay- 
roll. 


Beneficiary of Sailor 
Lost on “Reuben James” Is 
Awarded Double Indemnity 


WORCESTER, MASS.—A ruling 
that New York Life must pay double 
indemnity on the policy covering a mem- 
ber of the crew of the U. S. destroyer 
“Reuben James” which was torpedoed 
off Iceland last Oct. 31, was handed 
down by Judge Dillon in Worcester 
superior court. 

Mrs. Marcella Stankus, Worcester, 
mother of Anthony Stankus, received 
$500, the amount of the policy on her 
son’s life, but maintained that she should 
have been paid double because her son 
met a “violent death.” 

The ruling centered on whether Stan- 
kus lost his life as the result of “war 
or any act of war.” If he lost it from 
war, the double indemnity did not apply. 
The court ruled that he did not, that the 
destroyer was engaged in convoy work 
when torpedoed and sunk. Stankus’ bodv 
never was recovered. 

An appeal will be carried to 
supreme judicial court. 


the 


Top Provident Mutual 
Producer This Year 














RAY T. WRIGHT 


Ray T. Wright of Lawrence, Kan., is 
now top man for Provident Mutual Life 
so far this year. He became associated 
with Provident in 1930 and since that 
time has qualified for several Leaders’ 
Club conventions and three round tables. 
In 1940 and ’41 he was second in produc- 
tion among all agents of Provident Mu- 
tual. Last year he wrote 137 cases for 
$950,000. His persistency record is out- 
standing and his average policy is well 
above that of the company. He was re- 
ceutly elected president of the Lawrence 
Kiwanis Club and he devotes much time 
to alumni activities of Kansas Univer- 
sity. 


Figures for First Six Months 





Inc. or Dee. 


Inc. or Dec. 


New Paid New Paid Insurance Insurance 
Business Business in Force in Force 
1942 1941 1942 1941 

Bankers Mutual Life, Ill....... $ 979,000 $ 811,000 $ +309,949 $ +255,107 
Boston Mutual Oe Re 11,379,315 12,138,380 +5,060,320 + 4,354,277 
California-West. States (Ord.). 10,733,796 13,240,104 +998,149 + 2,691,991 
California-West. States (Grp.). 1,529,307 2,831,432 —1,486,741 + 3,211,303 
Central Life, Oa ais wc we eiala a ae xo 6,055,181 5,740,834 + 2,320,734 +1,122,483 
Columbian National Life...... 9,248,042 9,309,443 + 3,799,806 + 3,223,97 
Confederation Life ...cessecces 4,334,162 20,426,585 +15,584,977 + 9.205.862 
Connecticut to eet 50,572,162 53,895,482 + 23,645,937 + 24,959,437 
Empire Life & Accident (Ord.) 1,156,809 1,343,449 + 427,616 + 496,098 
Empire Life & Accident (Ind.) 6,081,170 6,051,106 + 804,789 +737,167 
Equitable Life, Ia. ........... 22,823,000! 23,383,000 + 8,193,000 + 7,439,000 
WOGGEA NENG = otee cuca ences 6,820,7702 4,214,413  +4,176,517 +1,255,345 
Videlity Union Life... ........20< 1,176,843 1,568,782 +69,657 +60,041 
een OREO: hc accese cee cnsews 11,306,316 11,020,216 +13,822,8663 +1,640,718 
Great American Life, Kan..... 1,258,500 815,558 433,397 +103,011 
Great American Life, Tex..... 7,726,749 7,802,332 + 2,569,261 + 2,952,685 
Home Beneficial Life (Ind.)..... 39,919,690 43,932,555 + 6,956,490 +7,194,835 
Home Beneficial Life (Ord.)..... 4,517,735 5,430,073 + 2,243,250 + 2,730,882 
International Travelers ...... 387,377 424,288 +108,015 74,025 
Lincoln National Life......... 108,487,168 95,170,424 +57,941,776 + 46,228,879 
Bante OR WINMRN o a od 5 kos é sce wes 46,436,051 48,601,593 +14,330,031 + 19,963,840 
EM ONO ed cec ee ccc eee ae 74,072,9114 67,143,441 + 43,334,455 + 34,782,591 
Loyal Protective Life......... 473,041 383,200 + 252,250 +121,388 
Lutheran Mutual Life......... 7,968,800 5,495,050 + 5,633,316 + 3,604,940 
Manufacturers Life ........... 30,307,004 26,728,879 +17,678,001 +11,064,856 
DRC RMN. cca acccenrcmau ewe 1,507,599 1,729,021 —870,810 +187,225 
Midland Mutual Life.......... 5,760,203 6,557,905 + 2,768,387 + 3,313,441 
Monarch Life, Mass..........2.- 1,862,952 1,793,022 + 932,952 + 1,031,602 
Weatua Edte, Cai... 2c cccecces 28,011,513 25,050,305 +11,466,441 +10,048,467 
N@UUOne? Tile, Voice cciccessces 22,484,663 27,258,661 +9,925,018 +12,910,050 
North American Life, Can...... 15,897,823 12,168,858 + 9,290,712 + 4,755,975 
North American Reassur....... 16,367,600 12,868,500 + 5,007,100 + 2,454,800 
Northern. Life, Catinccccccuces 2,778,262 2,381,913 +1,074,877 + 656,434 
Ohio National Life............ 9,792,243 11,723,414 +1,702,289 + 2,865,583 
Oregon Mutual Life........... 3,101,819 3,970,730 +1,178,772 + 2,066,382 
Pacific National Life.......... 2,221,953 2,596,957 +900,266 +1,219,564 
Pan-American Life ..........; 10,756,713 11,289,149 + 3,937,038 +1,612,033 
Penn Mutual Life... ... ss. 67,894,119 63,611,056 +16,461,681 + 8,047,735 
Peoples Life, Ind............... 3,285,183 3,324,210 +1,037,034 + 858,840 
Phoenix Mutual Life.......... 28,990,000 23,502,700 +13,692,150 +8,924,900 
Provident Mutual Life........ 40,369,428  35,804,1205 + 14,960,014 +10,114,198 
MGOMEGNG UENO) ce ciéciccdacccees 2,281,034 2,354,246 +732,467 + 6,055,085 
State Mutual Life, Mass....... 19,625,493 20,139,085 +5,656,419 +5,373,850 
Teachers Ins. & Annuity...... 1,470,491 2,375,450 —19,797 +1,139,107 
See RG. ME bacestcacecnacaes 13,860,190 13,836,475 + 6,702,626 + 6,007,440 
Victory Life, Kan............. 3,077,318 3,118,981 +547,055 + 886,888 
Volunteer State Life.......... 3,570,613 4,071,623 + 352,582 +69,527 
Wisconsin National Life...... 1,906,146 2,259,252 +145,338 + 641,557 
Wisconsin State Life Fund.... 104,000 162,000 +93,500 +106,000 

FRATERNALS 
Neighbors of Woodcraft........ 328,300 368,100 —327,881 —313,169 





iNew business includes revivals, increases and paid-up additions. 


insurance. 
ceeded deducted from all figures. 








3Includes $10,729,468 reinsurance of United Life of Kan. 
5Excludes revivals and increases. 


2Include group 
*Reinsurance 








Lith Otaneanins Men 
Hold Clinic with 


Writer’s Cramp 


Somewhere in a camp of the armed forces of the United 
States, stationed perhaps within a hundred miles of your 
office, perhaps thousands of miles away in a foreign land, 
there is a soldier or sailor who is wondering if you have 
writer's cramp. 


For when the sergeant yelled “MAIL” and then read off 
the names addressed on the incoming letters, with every man 
eagerly listening to hear his own name read off, there was 
no letter from you. 


There are thousands of men now in the service who in civil 
life worked in the insurance business, and some of these 
worked for your company, some worked out of the same office 
you do. When they think of “home” your office is included 
in their thoughts, for in civil life a man spends one-third of 
his day’s hours in business. And now, away from home, 
these men are anxious to have an occasional letter from their 
office associates. 

The first newspaper advertisement of the Institute of Life 
Insurance in the “Keep Well” campaign addressed to the 
public said, ““News from home that all are well and working 
hard is what our soldiers want most to hear.” 


That is a good cue to follow when we write letters to our 
office associates in the service. 


&*¢+ ¢ 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Research Bureau 


NEW YORK—An informal gathering 
of 75 agency executives of 31 life com- 
panies operating in New York state was 
held at the invitation of the Sales Re- 
search Bureau for the purpose of con- 
sidering important problems of the day. 
The subjects were: Man power and 
woman power in 1942, present day mar- 
ket for life insurance, current financing 
and compensation plans, and how the 
home office can build morale. 


Meeting First of Type 


No set talks were scheduled. The bu- 
reau furnished material which was the 
basis for discussion. 

The meeting was the first of its type 
which the bureau has sponsored. Similar 
meetings have been held for several 
years for a group of the smaller bureau 
members. 


Prudential Staff Honors 


Colleagues in Service 


NEWARK—Twelve thousand em- 
ployes of Prudential assembled in down- 
town Newark outside their home offices 
and paid honor to their colleagues who 
are serving with the armed forces of the 
United States and Canada. 

Two large service flags were unfurled, 
one over Halsey street and another over 
Bank street. On each banner were the 
numerals 1,226 under a huge blue star. 
Elsewhere on the field of each flag were 
three gold stars, in memory of those 
who have died in the service. 

_ Franklin D’Olier, president Pruden- 
tial, made the dedication address, fol- 
lowed by A. Harry Moore, a director 
of the company and former governor of 
New Jersey. The exercises closed with 
the singing of the Star Spangled Banner. 








British Payments 
for Claims Were 
Lower Last Year 


Interesting Analysis Is 
Made of Life Insurance 
Operations in England 


British life insurance death benefits 
paid during 1941 were smaller than in 
the previous year, in spite of war deaths 
and increased accidents, it is reported 
bv the Institute of Life Insurance, based 
on tabulation of the statements of com- 
panies doing more than 60 percent of 
the British business. 

Total death benefits paid in 1941 were 
2.1 percent less than in 1940. They 
were still somewhat above pre-war 
totals, being 10 percent greater than in 
1939 and 18.2 percent above 1938. 


Death Rate Improved 


“The death rate in Great Britain fell 
last year and the improvement 1s re- 
ported to have continued during the first 
quarter of this year,” Holgar J. John- 
son, president of the institute, said. 
“This is credited by British leaders to 
three things: The great will to win, the 
concerted drive to keep fit; and the high 
degree of cooperation by everyone in 
every field, from rationing to the 
spreading of health services. The results 
are a tribute to the courage and _fortt- 
tude of our allies across the sea.” 


Buy British Bonds Heavily 


During the last year, British life com- 
panies continued to buy heavily in Brit- 
ish government bonds, some of the com- 
panies now having as much as 33 percent 
to 44 percent of their total assets 
invested in government bonds. This has 
caused a further decrease in the earning 
rate of the companies, although the de- 
crease during 1941 was smaller than 
many had anticipated in view of the 
heavy additions of low interest govern- 
ment bonds. 

The average rate of net interest 
earned by the British companies in 
1941 was 3.50 percent, compared with 
3.66 percent in 1940; 3.82 percent in 
1939; and 4.07 percent in 1938. Today’s 
rate represents a decrease of approxi- 
mately one-half of 1 percent from the 
in the face of the 


pre-war net rate, ‘ 
violent dislocations of finance by the 
war. 


Surrenders Are Less 


Surrender values withdrawn by pol- 
icyholders for emergency needs showed 
a sharp decrease in 1941, reaching a 
figure less than half that of 1938. The 
decrease last year was 38 percent and 
the 1941 total is 56 percent below that 
for 1938. 

The total of death benefits, maturities 
and surrender values were down 7.5 
percent from 1940 and 4.8 percent from 
1939, due to the drop in death claims 
and policy surrenders, but they were 
11.2 percent above 1938, British life 
insurance showing a greater flow of 
benefits today after 2% years of war 
than in the pre-war period. 

Total life insurance funds increased 
about 3 percent in 1941. Total premium 
income increased 2.1 percent, compared 
with an increase of 1.2 percent in the 


previous year. The 1941 premium in- 
come was 4.7 percent above the 1938 
total. 


Drain on Personnel 


There has been a continued heavy 


drain on personnel into the armed 
forces, most companies now reporting 
that more than 60 percent of their 


personnel has been called up. One com- 
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Baumann for Trustee 
Campaign Stepped Up 








BAUMANN 


JUL B. 


The committee promoting the candi- 
dacy of Jul B. Baumann of Houston for 
reelection as trustee of the National As- 
sociation of Life Underwriters has got- 
ten out a pamphlet in his behalf. Ricks 
Strong, John Hancock, Dallas, is chair- 
man of the committee. 

Mr. Baumann has been officially en- 
dorsed by the Houston Association of 
Life Underwriters, Houston Association 
of General Agents & Managers, Texas 
Association of Life Underwriters and 


each of the 22 local associations in 
Texas. 
Mr. Baumann was born in 1900 at 


Lake Nebagamon, Wis., and was gradu- 
ated from the University of Minnesota 
in 1923. In 1924 he went with the group 
department of Aetna Life and was 
named head of its St. Louis group office. 
Then he was transferred to New York 
as assistant manager of the group offices 
there. In 1922 he moved to Texas as 
assistant general agent for Aetna Life at 
Dallas, and in 1931 went to Fort Worth 
as a personal producer. In 1933 he went 
with Pacific Mutual Life as general 
agent in Fort Worth and four years later 
moved to Houston as general agent. He 
made a great record as president of the 
Texas Association of Life Underwriters 
and has given a great deal of his time to 
organization work. He is filling out the 
unexpired term of Gale F. Johnston as 
trustee of the N. A. L. U. 


Viehmann After Mail Insurers 


Commissioner Viehmann of Indiana 
is carrying on an intensive campaign 
against unauthorized insurance com- 
panies soliciting business in that state 
by radio and mail. He has issued a 
sharp warning that licensed agents of 
authorized companies found to be guilty 
of aiding such companies will lose their 
licenses. 

He has also issued a ruling prohibit- 
ing the purchase from unlicensed com- 
panies of lists of prospective applicants 
for insurance which have been obtained 
through mail or radio advertising. Very 
strict provisions are available in the 
Indiana law to back up this ruling. 


Pacific Mutual Life, cooperating in the 
rubber drive, had its supply department 
make a systematic canvass and recov- 
ered 3,000 pounds. 


pany has over 4,000 of its emploves in 
the services. Another reports — that 
during 1941 an additional 20 percent were 
called up. The British companies are 
now facing a loss of women employes 
as well as men, the call into various 
services having taken many women 
during the past vear. 


COMMISSIONERS’ COMMITTEES 





The National Association of Insur- 
ance Commissioners has announced the 
appointment of the standing committees 
to serve the ensuing year: 

Accident and Health: McCormack, 
Tenn., chairman; Viehmann, Ind., vice- 
chairman; Burt, S. D.; Caminetti, Cal.; 
Berry, Mich.; Fraizer, Neb.; Jordan, D.C.; 
3oney, N. C.; and Taggart, Pa. 

Blanks: Robinson, Ohio, chairman; 
Coulbourn, Va., vice-chairman; Hooker, 
Conn.; Haffner, Ill.; Westbrook, Ind.; 
Knudsen, Iowa; Rooks, Ky.; O’Connell, 
Mass.; Dupenbrock, Mo.; Guertin, N. J.; 
Collins, N. Y.; Harris, Tenn.; McAteer, 
Wash.; McCann, Fla.; Thatcher, Utah; 
Berger, Pa.; Wilcox, Kan.; McGovern, 
R. I.; Phillippi, Ala.; Lange, Wis.; Man- 
gold, Mich.; Apodaca, N. M.; Gammill, 
Tex. 

Examinations: Read, Okla., chairman; 
Julian, Ala., vice-chairman; Pink, N. Y.; 
Fischer, Iowa; Caminetti, Cal.; Erickson, 
N. D.; Gough, N. J.; Bleaekall, Conn.; 
Bowles, Va.; McCormack, Tenn.; Jones, 
Ill.; Johnson, Minn.; Kavanaugh, Colo.; 
Thompson, Ore.; MacDonald, Wyo. 

Group Hospitalization and Medical 
Service: Caminetti, Cal. chairman; 
Swain, Del., vice-chairman; Goodpaster, 
Ky.; Rummage, Ariz.; Gremillion, La.; 
Holmes, Mont.; Benjamin, S. C.; Thomp- 
son, Ore.; Jenifer, Ida.; Berry, Mich. 

Laws and Legislation: Fraizer, Neb., 
chairman; Thompson, Ore., vice-chair- 
man; Pink, N. Y.; Burt, S. D.; Kavanaugh, 
Colo.; MacDonald, Wyo.; Rouillard, N. H.; 
Cole, Vt.; Jordan, D. C.; Perkins, Me. 


Social Security: Swain, Del., chairman; 
Gremillion, La., vice-chairman; Sims, 
W. Va.; Carroll, R. I. 

Taxation: Holmes, Mont., chairman; 
Gontrum, Md., vice-chairman; Kava- 
naugh, Colo.; Larson, Fla.; Pink, N. Y.; 
Thompson, Minn.; Jones, Ill.; Parker, 
Ga.; Burt, S. D.; Schmidt, Nev.; Hall, 
Tex.; Carlson, Utah. 
of Securities Other Than 

Pink, N. Y., chairman; 
Gough, N. J., vice-chairman; Fischer, 
Iowa; Harrington, Mass.; Boney, N. C.; 
Blackall, Conn.; Taggart, Pa.; Caminetti, 
Cal.; Sullivan, Wash.; Thompson, Ore.; 
Jones, Ill.; Gontrum, Md.; Lockhart, Tex.; 
Fraizer, Neb.; Graves, Ark. 

Fraternals: Hobbs, Kan., chairman; 
Taggart, Pa., vice-chairman; Schmidt, 
Nev.; Benjamin, S. C.; Julian, Ala.; Duel, 
Wis.; Rouillard, N. H.; Berry, Mich.; 
Fraizer, Neb.; Swain, Del.; Erickson, 
N. D.; Burt, S. D.; McCormack, Tenn.; 
Carlson, Utah. 

Life: Hobbs, Kan., chairman; Kava- 
naugh, Colo., vice-chairman; Gremillion, 
La.; Pink, N. Y.; Harrington, Mass.; 
Gough, N. J.; Bowles, Va.; Fischer, Iowa; 
Thompson, Ore.; Parker, Ga.; Berry, 
Mich.; Jordan, D. C.; Lockhart, Tex.; 
Johnson, Minn.; Perkins, Me. 

Committee to study and make recom- 
mendations as to real estate appraisals 
and appraisal forms: Harrington, Mass., 
chairman; Fischer, Iowa; Lloyd, Ohio; 
Taggart, Pa.; Sullivan, Wash.; Erickson, 
N. D.; Viehmann, Ind.; Larson, Fla. 


Valuation 
Real Ustate: 








Six Women Qualify for 
Quarter Million Group 


Six women have qualified for the 
Women’s Quarter Million Dollar Round 
Table of the National Association of 
Life Underwriters, it is announced by 
Martha Washburn Allin, Connecticut 
Mutual, Minneapolis, chairman. The an- 
nual meeting has been called off. 

Of the members, three are life and 
qualifying: Muriel F. Briggs, Southland 
Life, Dallas; Lillian L. Joseph, Home 
Life, New York, and Helen M. Zepp, 
Equitable Society, Chicago. Anne Mil- 
ler, Country Life, Joliet, has qualified 
for the third time in 1942 and becomes 
a life member. Other members are: Ar- 
ley Cassady, Equitable Society, Pitts- 
burgh, life member, and Kathleen Run- 
nells, New York Life, Norfolk, Va., 
qualifying member. 

Membership dues of $7.50 will be col- 
lected and members qualified and 
awarded plaques as usual. <A _ refund, 
however, will be made of banquet costs. 
Mrs. Allin pointed out that the organiza- 
tion’s by-laws require that membership 
fees be paid or life memberships lapse. 


Hay Superintendent at Peoria 

Cecil Z. Hay, agent at Pekin, Ill., of 
National Life & Accident, has been pro- 
moted to superintendent of the Peoria, 
Ill., district office, associated with C. A. 
Hess, manager. Mr. Hay is a member 
of the Quater Century club. 





New Mutual Life Newark 
and Albany Managers 








Manthe R. H. Langford 


H. S. 


Herbert S. Manthe, who has_ been 
Albany manager of Mutual Life, now 
becomes manager at Newark, and R. H. 
Langford, formerly agency organizer at 
Scranton, Pa., takes the Albany position. 


General American Gets 
Big Judgment in Ky. 


LOUISVILLE — A_ judgment of 
$385,000 against A. M. Anderson, as 
receiver of the defunct National Bank 
of Kentucky, was awarded General 
American Life by Federal Judge Mac- 
Swinford. The judgment represents 77 
percent of two $250,000 certificates of 
deposit issued by the National Bank of 
Kentucky y Roger Caldwell & Co., 
Nashville, and transferred to Missouri 
State Life, predecessor of General 
American, and is equivalent to the 
amount paid bank depositors by the re- 
ceiver up to the present time. 

Judge MacSwinford said that despite a 

proviso that the certificates were not to 
be used except to pay off the debt which 
they represented, they were sold to Mis- 
souri State, of which the then president, 
“Hillsman Taylor of Memphis, was a 
protege of Caldwell and dominated by 
him.” He added that the late James 
B. Brown, then president of the Bank 
of Kentucky, was “a tool in Caldwell’s 
hands.” 
_ “This transaction was a fraud on its 
face, to which the bank was an unwill- 
ing partner and instrument,” the opinion 
continued. 


Franklin Makes Awards 


Franklin Life has sent substantial 
checks as awards to a large group of 
agents in the northern division in lieu 
of the convention that was to have 
been held this month in Estes Park, but 
which was called off due to the war. 

Outstanding records were made by 

Jack Wiseman, general agent in St. 
Louis, who recorded the highest volume, 
and by John D. Haynes of Indiana, 
runner-up. Three of the qualifiers, Ken- 
neth DePree, C. W. Bonifield, and Henry 
Schnell, had not a single first year lapse 
during the period, and two others, R. L. 
Conner and Nelson Warren, had only a 
single lapse apiece. 
_ Final tabulation on business written 
in May, 50 Million Month, at Franklin 
Life shows that cups were won by J. F. 
Collins, the general agent in Alabama; 
Guy A. Cowden, general agent of Mis- 
souri, and Paul Brown and M. D. Dug- 
ger, Jr., of Texas. The month was de- 
voted to old policyholder service. Cups 
were awarded not only to volume lead- 
ers, but also to agents who wrote the 
greatest volume and the largest number 
of policies on lives of policyholders. The 
month was in celebration of attainment 
of $50,000,000 in assets. 
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More Dislocation 
Is Anticipated 


Insurance Offices 
Anticipate Severer Inroads 
on Their Forces 


HARTFORD—The various classes of 
insurance companies in taking a look 
forward are not trying to paint a roseate 
color when they realize the color will be 
dim, and somber. Officials here recog- 
nize the fact that insurance is one of the 
most stabilized businesses, one that is 
permanent, one that will increase in use- 
fulness and power. They appreciate the 
fact that property insurance is at the 
basis of credit and that life insurance is 
the great means of personal and busi- 
ness: protection. The institution of in- 
surance, all will agree, will continue to 
assert itself even more aggressively. 

Company officials, however, realize 
that their own mechanical operations 
will be greatly handicapped by continu- 
ous change in personnel. Employes go- 
ing into war service and those that are 
entering other lines of business espe- 
cially defense industries at much higher 
salaries have caused a gap that has not 
been bridged. It has been impossible to 
promote employes from the organization 
because too many have withdrawn. 
Therefore, department heads and all su- 
pervising authorities in offices find that 
much of their time is taken in training 
new people. Many companies are re- 
cruiting women and recalling some em- 
ployes that had been retired from serv- 
ice. This matter of personnel is giving 
officials many solicitous moments be- 
cause they realize that the situation will 
grow much worse by the end of the 
year. With continuous drains on their 
help resulting in many valuable men be- 
ing taken, the operations will be more 
difficult although every possible effort is 
being made by those in the office to 
take up the slack. Almost everyone 
now is compelled to assume more duties 
than were assigned to him before. The 
higherups are getting back into the rou- 
tine of mechanical operations. 

One of the most disturbing features 
is the effect on business production in 
the field by a number of salesmen being 
called to the colors or going into high 
salaried positions in defense industries. 
Some agencies that depended on a cer- 
tain number of people for the biggest 
part of their production find themselves 
bereft of these producers. Life, acci- 
dent and health insurance will probably 
show the greatest immediate reduction 
in business because so many of the top 
producers are away. 

In local agencies doing a general busi- 
ness the office mechanism is consider- 
ably dislocated as well as the producing 
end. Large numbers of young men who 
were getting a real foothold in agencies 
and winning their spurs have been 
drafted and many have enlisted realizing 
that they would be subject to the draft. 
This means that the older people are 
carrying on but they do not have the 
briskness, vigor and momentum that the 
young men possess. The entire picture 
is not a very pleasing one and compan- 
ies are not discounting it. 





Keystone Group Discusses 
Testing Sales Promotion 


Measuring tangible results in sales 
promotion was the subject of the June 
meeting of the Keystone Group of the 
Life Insurance Advertisers Association 
in Philadelphia, In a round table, ex- 
periences of the government in selling 
defense bonds by mail, recent trends in 
tested advertising, and the relative ef- 
fectiveness of letter and circular in di- 
rect mail were discussed. 

\. F. Randolph, sales promotion de- 
partment Penn Mutual, displayed a pol- 
icyholders’ service folder which the 
company mailed recently, and gave fig- 
ures on replies received from _ policy- 
holders, These indicated they were 


most interested in the pension power of 
life insurance and the use of income 
options. 

Howard D. Shaw, agency assistant 
Continental American, presided and 
handed out a set of 14 rules for writ- 
ing result-getting letters. The first 
rule is “Aim before you fire.” 

‘Decide explicitly and concretely 
what you are trying to do in your let- 
ter,” the rule reads. “Define your pur- 
pose—not in foggy general terms, but 
precisely, Don’t say you want to build 
goodwill or sell more goods; come 
down out of the abstratosphere and de- 
cide how, in what way, by what path? 


What do you want to do to your 
reader, and what are you going to ask 
him to do?—exactly.” 

Carroll Frey, Penn Mutual, is chair- 
man. 





Would Disbar N. Y. Legislator 


NEW YORK —Disbarment of State 
Senator Joseph A. Esquirol, for some 
years a member of the Senate insurance 
committee and the joint committee on 
insurance law revision of the New 
York legislature, has been recom- 
mended by the extraordinary grand 
jury which has been investigating the 


pin ball racket in New York City. It 
accused Senator Esquirol of fraud, de- 
ceit and unprofessional conduct in mat- 
ters concerning the operations of the 
pin ball racket and with having bene- 
fited financially through obtaining leg- 
islative appointments and _ misused 
clients’ funds. 

Mr. Esquirol denied the “accusations, 
saying he had no connection with the 
pin ball machine operators for the last 
two years and that at no time did he 
do more than give legal counsel to 
some of the officers of the associations 
connected with the operation of the 
machines. 
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Popularizing the use of 
electricity for home cooking 

has required much more than 
a mere idea. The real key to pub- 
lic acceptance has been the con- 
stantly improved packaging of “elec- 
tric cooking.” By keeping pace with 
the times . . . many sales obstacles 
were hurdled. With the result that 
more homes are now enjoying the 
convenience of cooking by electricity 
—dealers have found stove selling 
easier—and power companies have 
had desirable increases in their 
“load.” 

For the same reasons—and for about 
the same period of time—Columbus 
Mutual has enjoyed a constantly in- 








creasing popularity with both insur- 
ance buyers and salesmen. Instead 
of being self-satisfied with only a 
rate book covering policy forms, 
they have merchandised the serv- 
ice they have to sell. Benefits and 
combinations of benefits that 
cover most people’s needs, have 
been put up in modern packages 
that the public easily understands. 


én ELECTRIC RESPONSE 4% PLANS “4a/ ate EASY 4% UNDERSTAND 


Columbus Mutual's “package plan” of selling represents a new sales 
technique that means quicker “closing” and more commission to sales- 


men.. 


. and it’s typical of the company’s progressive policy. It is one 


of the explanations for Columbus Mutual's outstanding record for high 
renewal percentage, better than average dividend payment, low decli- 
nation rate, exceptional rate of interest earned, rate of surplus increase, 
and consistent increase in insurance in force... all factors that reflect 
a good company with which to be associated. If you are not ac- 
quainted with our “Golden Rule” contract, Packaged Plans, and 
Statement, we'll gladly send you copies. No obligation. 


_ ADDRESS: D. E. BALL, PRESIDENT © 
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Hope State People 
Will Step Lightly 


Insurance Companies 
Trying to Reduce Calls 
for Additional Data 
Insurance offices are finding it increas- 


ingly difficult to carry on their ordinary 
work on account of the war situation, as 


so many young men are called to 
the military service. Many of these are 
key men, experts, specialists. It is diffi- 


cult to fill the gap. Promotions are made 
and yet the men going up may not be 
sufficiently seasoned. Some offices have 
been compelled to recall men on the re- 
serve list. Others have sought men that 
are much older in age and therefore nat- 
urally these employers assume a certain 
amount of moral responsibility for earlier 
disability on account of age. In a number 
of cases women are being trained for spe- 
cialized work, Large insurance offices are 
conducting a regular training school now 
for women and other inexperienced em- 
ploy es hoping to get them in shape for 
active service. : 

In connection with this demand on in- 
surance companies, state insurance de- 
partments, fire marshal’s offices, various 
bureaus and organizations, industrial 
boards administering workmen’s com- 
pensation acts, etc., are also feeling the 
impact of the draft. Owing to this fact 
insurance companies are requesting with 
considerable emphasis that they not be 
called upon by governmental agencies 
for additional information, figures bring- 
ing out experience for this and that and 
other details during the duration of the 
war inasmuch as they are already over- 
taxed. It is found in some cases that 
where a state insurance department’s 
personnel has been disturbed the com- 
missioner is endeavoring to throw the 
work back on the insurance companies, 
requiring labor from them that is usu- 
ally done at the state house. 

Director Jones of Illinois has already 
attempted to simplify matters and per- 
haps has gone farther than any other 
state by relieving the companies of the 
burden of supplying a vast array of 
figures. He has just approved a simpli- 
fied coding plan which will involve only 
a statement of state-wide experience. 
This came up in connection with casu- 
alty companies in their effort to get per- 
mission from rate regulated states to 
simplify the data which they must sub- 
mit for rate making purposes. 


S. C. Situation Unsettled 


The question of Ww ho will be appointed 
insurance commissioner of South Caro- 
lina to fill the temporary vacancy to be 
created when L. George Banjamin, Jr., 
enters army service has not been settled. 
As a matter of fact there seems to be 
some doubt as to how the appointment 
will be made, since the act in this con- 
nection is not clear and the attorney- 
general has made no ruling. 


A UNDERWRITER 
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Peete Power of 
Insurance Holds 
Public Interest 


“How much retirement value is there 
in my present life insurance?” That is 
the most popular question in the minds 
of policyholders today, according to a 
study made among the policyholders of 
Penn Mutual Life. 

The next most popular question was 
found to be, “How much income will 
my present life insurance provide my 
beneficiaries if placed on an income 
basis rather than lump sum?” 

As regards a booklet concerning life 
insurance, the policyholders indicated a 
first interest in a budget book for fam- 
ily finance. 

Penn Mutual is making research in 
discovering the direction of present- 
day life insurance preferences among 
policyholders. The information is avail- 
able as a result of direct mail to the 
more than 400,000 policyholders of the 
company, the medium being a service 
months’ polling made through a letter 
from Vice-president Eric G. Johnson, 


Double Questionnaire 


The mailing piece combined the let- 
ter with a double questionnaire and a 
return envelope. 

Mr. Johnson gave 10 informative 
questions which the policyholder might 
like to ask about his own present life 
insurance coverage, indicating inquiries 
by checking any one or several. 

Then were listed the names and char- 
acters of 10 booklets on specialized life 
insurance subjects, again with spaces 
for checking requests. One other space 
invited suggestions for improved serv- 
ice, and there was an opportunity for 
informing of any change of address. 

There were more than 10,000 ques- 
tionnaires returned, and they asked an 
average of three questions each. 


Retirement Value 


The question about retirement value, 
“If you are interested in knowing the 
pension power of your present life in- 
surance, check below,” brought in 3,- 
260 questionnaires so checked. 

The offer, “Let us tell you how much 
income your insurance will produce,” 
brought 2,624 inquiries. 

The third in order of popularity in- 
vited inquiries about the insured’s so- 
cial security coverage,—2,386 inquiries 
came back, 

The fourth interest was about how 
to repay policy loans, and in what 
amounts,—2,045 wanted to know. 

The next highest in popularity had 
to do with economy in method of pre- 
mium payments,—the annual or semi- 
annual methods in preference to quar- 
terly payments,—1,178 asked for it. 

The fifth most popular interest was 
to have a record prepared showing pro- 
gramming information—893 asked for 
it. 

The question that interested the few- 
est number of policyholders (156) asked 





BUYING POWER OF 


CLASSES 





In these days agency executives are 
setting very carefully the buying power 
of different groups. For instance, there 
is a general feeling that agents should 
build up quite a clientele among so- 
called defense workers. It is interest- 
ing to note the resume that the Massa- 


chusetts Mutual made of its buyers in 
1941 bringing out some noteworthy 
facts that can be studied by those 
carrying the rate book and those who 
supervise the business. The table show- 
ing a breakdown by classes of buyers is 
as follows: 





No. of 

Sales to 

Average Produce 

Buyers Amount Sale $100,000 
Executives and Managers............... 5,993 $ 57,251,781 $9,553 11 
BOMiePTOTORBIOMR] 6. 00cccccccccscesscves 4,909 25,434,198 5,181 20 
PRN co sine keb rae sieve oe heb ee ea S 1,529 11,583,481 7,576 14 
DEPOTS GME BEMEOMtUS...... < oocc cn asvcescces 3,820 11, 205,175 2,933 34 
Office Employees and Store Clerks....... 3,650 9,513,581 2,606 39 
CUNT eT ae ee eee 3,177 8,190,882 2,578 39 
EE it oe CGR CEE a ASe ee nO REE 1,062 4,241,313 3,994 25 
Librarians and Teachers..............ee0-% 737 2,333,475 3,166 32 
Se ee ere errr ree ‘ 541 1,292,904 2,390 42 
ne OE OE Te Te re ree 221 35,461 1,970 51 
EUR OUD ix 66 obi 5 98555-69459 44008406 SD 470 1,456,296 3,099 33 
CS TERE 6.6. 0:4.05 46 44.00 s 666 sean eE 26,109 $132,938,547 $5,092 20 


Personnel Shifting 
to Other Industries 


Insurance Offices Find 
Specialists Are Being 
Dratted for Other Concerns 


Insurance offices are very much con- 
cerned in what seems to be a movement 
on part of government authorities en- 
gaged in war service to shift personnel to 
other lines of endeavor. For instance, in 
the questionnaires that are being sent to 
those of draft age there are detailed in- 
quiries as to their occupations, experi- 
ence, etc. This information comes out 
in the occupational questionnaire. 

It is found, for example, that there is 
a demand for expert accountants, statis- 
ticians, inspectors, actuaries and other 
specialists not only in government of- 
fices but in industries doing war work. 
Therefore already is seen a drafting of 
these insurance employes not for actual 
military service but for work in other of- 
fices or industries that are engaged in 
various forms of defense industry. This 
means that insurance offices may be 
stripped of many of their valuable expert 
employes which positions will be difficult 
to fill. 


Insurance Offices Embarrassed 


The insurance people are not making 
any protests against drafting of em- 
ployes for actual military service but 
they do protest against what might be 
called unnecessary demands from other 
industries for men of this type. Insur- 
ance offices are put to it these days to 
fill the gap on account of the regular 
exodus of employes into military camps. 
Therefore, to have an additional drain in 
order to get employes for other lines of 
endeavor will mean an added burden. It 
is found, for example, that experts are 
being drafted where they would not be 
called into military service either by hav- 
ing dependents, physical impairment or 
otherwise, but they are shifted to other 
lines. 








if the insured had policy assignments 
which should be canceled. 

The other questions asked if the in- 
sured would like suggestions for nam- 
ing more than one beneficiary (856 
would); if he wished to know the ad- 
vantages of converting term insurance 
to permanent insurance—536 did wish. 

When free booklets on life insurance 
were offered, with choice of eight sub- 
jects, 3,218 asked for a budget booklet 
for family finances. 


Many Ask for Booklets 


Second choice was a booklet of gov- 
ernment statistics about the cost of go- 
ing to college,—2,107 requests were 
made. 

Third choice was for printed matter 
about retirement income plans,—1,024— 
and fourth choice was for junior insur- 
ance for boys and girls—842. 

Other booklet offers accepted, in the 
order of popularity: insurance for wo- 


men, 736; continuous monthly income 
plan, 724; insurance for young men, 
569; mortgage cancellation insurance, 
456. ; 


Contribution of Life Insurance 


The period of conversion to war pro- 
duction has been marked by a rap- 
proachement between business and gov- 
ernment, ending what appeared to be a 
great bridge between business and 
government, Holgar J. Johnson, presi- 
dent of the Institute of Life Insurance, 
said in his talk, “Business Goes to War,” 
before the Kiwanis and other service 
clubs at Pittsburgh. Mr. Johnson ex- 
pressed optimism in the economic pros- 
pects for the post-war period. In that 
reconstruction job the pooled savings 
of the country’s 66,000,000 policyholders 
will be an important source of funds for 
financing. 


Nemummece Laud 
Keep Well Crusade 


Newspapers in every section are 
praising the life insurance business for 
its sponsorhip of the “Keep Well Cru- 
sade.” The crusade, being directed by 
the Institute of Life Insurance with 
the cooperation of the National Asso- 
ciation of Life Underwriters, in the 
opinion of editors is helping to meet a 


Just by KEEPING WELL 
You can help win this war! 






















News from home that 
on aoe aoe oe 
bard is what our soldiers 
want most to hearl 





FOLLOW THESE 
5 RULES 





Memorize these bre 
What can one person—at home—do to lt ae care: 
help win the war? 

Just do your level best to stay well, to 
beep from being sick and losing time or 
spreading your illness. 





1. Eat right 


Milk, butter, eggs, fish, mest, cheese, 
beans 

or cereal 
are the bey food: 
And cat 3 meals 0 day! 


2. Get your rest 


Regularity cowats most. You can’t 





By the end of this year 35,000 nurses and 40,000 a beaseranedesioae 
physicians and dentists will be away at war. ‘every day. Take it easy for alittle while 
That is nearly one-third of America’s total medical efter lunch and dinners.Go to bed 
force! And so, for our own sakes we should save Gane, oot up on time. 

‘our remaining doctors’ time for serious and 
unavoidable sickness and accident. 


It’s EASY to keep well 


Keeping well today isn’t as hard as tt used to 
be. Just follow a few simple rules and you have 
a fine chance to escape most kinds of sickness! 

And it is terribly important—to you, to your 
family and to the whole nation right now. Read 
dow important DR. THOMAS PARRAN, Sure 

geon General of the U. S. Public Health Service, 
Sisk G Scsecis lone cal! 


3. See your doctor 
once a year 
‘You have your cor checked end serviee®: 
every thou 
your body. Physi 
and grownups sowedeys. Give yous 
doctor Sa BEFORE you get 
sick. Goto 


4, Keep clean 
Plenty Ld Logs lows of 
bands, c! 


Ceo 
1, houses, beds! Get fresh 
poses "Drink lots of 





Protection and improvement by adopting a few 
simple ways of healthful livin. Each of us must 5. “Play” some each day 
wccept this cs ity and stick to It with Grm 1. 
purpose. The total of individual responsibility for ike ay pr — oe 
Personal health, accepted by millions of American one yaar w aha tau eee 
en and women, con. 

ui tod ap toed daily grind ow 
tribution to victory.’ the job. “All work and 


Read the rules in the next column. Follow them. Jack « dull boy.” 


If you do, you will be helping to win the war. 











ince has provided the means to keep millions of 
message Is one way life insurance companies believ 
war. Institute of Life Insurance, 60 East 


Americans in health and security, 
je they can ee you to help win this 
42nd Street, New York Ci 


Life insura: 
‘This 





One of the messages in the new advertis- 
ing program of the Institute of Life Insar- 
anee promoting the “Keep Well Crusade” 
which the institute has launched on a na- 
tion-wide scale to aid the war effort. 


great national need to conserve health 
on the home front as a rapidly increas- 
ing number of doctors, dentists and 
nurses are being drawn from civilian 
practice. 

“In selling these health rules to 
America, the insurance industry is per- 
forming a public service which will help 
win the war,’ says the Washington, 
Diag... “News,” 

“Some of the best editorials being 
published today in American news- 
papers, said the Evansville “Courier,” 
“are those being published in a series 
of advertisements by the Institute of 
Life Insurance, They are driving home 
to all of us the fact that by keeping 
well we can help win this war.” 

The Peoria “Journal-Transcript” said 
it believes “that winning the war calls 
for as much effort on the home front 
as in the field. When every production 
hour counts, it is essential that Ameri- 
can workers maintain top-notch health 
and energy. It is essential they con- 
serve their strength, that they live 
sanely and moderately, that they foster 
health , Preserving habits and_ tech- 
niques.” 

Other papers expressing similar senti- 
ments are: Columbus, Ga., “Inquirer”; 
Utica “Observer Dispatch;” Elmira, 
“Star Gazette;” Albany, “Knickerbock- 
er News;” Plainfield, N. J., “Courier- 
News;” Hartford “Times;” Savannah 
“News;” Wichita “Beacon;” Indianap- 
olis “News:;” Wilkes-Barre ‘Record;” 
Pueblo “Star-Journal;’ Wilmington 
“Journal Every Evening;” Cleveland 
“Plain Dealer;”’ Altoona ‘“Mirror;” 
Rochester “Democrat-Chronicle;” Mi- 
aci ‘“Herald;” and Binghamton ‘Press.” 
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Broad N ew War 
Bond Campaign Is 
Now Under Way 


Following a broad program to put the 
power of an organized promotional cam- 
paign behind the payroll savings plan, 
the Treasury Department has made 
available to nearly every business firm 
a complete set of promotional material. 

All this material is designed to help 
business firms achieve more quickly the 
goal of at least 10 percent of payroll 
invested in war bonds. 

Nearly 100,000 firms have already in- 
stalled, and are operating under, this 
plan. In most cases the management of 
the company absorbs the entire cost of 
administration and bookkeeping—and 
the plan is so simple in its operation 
that this expense is normally quite 
modest. 

The payroll savings plan is most effec- 
tive when stimulated by a well planned, 
fast-moving program to explain the 
operations and benefits of the plan and 
see that it is properly sold to each 
employe. 


Complete Sets of Material 


Accordingly, the war savings staff, 
with the voluntary assistance of able 
advertising and merchandising men, has 
made available complete sets of material 
that will assist every company in put- 
ting on a sustained and successful drive. 

The first item is a book “A Plan for 
Diverting at Least 10 Percent of Amer- 
ica’s Payroll into U. S. War Bonds.” 
This outlines the basis for the over all 
campaign and explains the general types 
of material available. 

For the benefit of businesses who may 
not have installed the plan there is an- 
other booklet called ‘“How to Install and 
Successfully Operate a Payroll War 
Savings Plan for the Regular Purchase 
of U. S. War Savings Bonds.” This ex- 
plains in simple clear-cut terms how 
simple and easy it is for any business 
organization to make the benefits of 
payroll savings available to its workers. 


“Give 3... Get 4” 


Basic book for the employe is the one 
“Give 3. Get 4!”. In addition to ex- 
plaining how money saved by workers 
is of vital importance in winning the 
war, it drives home the sound practical 
benefits each worker will gain by having 
a reserve fund saved up for the post- 
war years. It also answers questions 
that may be in the worker’s mind as to 
the value of war bonds as an investment. 


Lapel Buttons Furnished 


Three small envelope stuffers, to be 
distributed via the pay envelope, are also 
included. They are designed to keep the 
subject fresh in every person’s mind; to 
pre-sell workers so that the campaign 
chairmen will be able to turn in the 
highest possible percentage of signed 
authorizations for payroll allotments 
from the workers they approach. 

Lapel buttons are furnished reading, 
“IT am buying at least 10 percent.” Win- 
dow stickers with similar copy are pro- 
vided for the worker’s home. 

When the entire business has signed 
up for a minimum 10 percent payroll, 
it is authorized to acauire and display 
a official Treasury Department target 
ag. 


—_ 


“Musts” in Selling Process 


The policy must be adapted to the 
needs of your prospect. If you expect 
the policy to stick you must get the 
premium not later than when the pol- 
icy is delivered. If you would make a 
friend of your policyholder you must 
render him better than ordinary serv- 
ice. If you want to broaden your clien- 
tele you must tactfully use the good 
will of your policyholder as a source 
for additional prospects—Washington 
National. 





Study “Marketing Life Insurance” by 
Dr. J. Owen Stalson. $6. Order from 
National Underwriter. 


Report on Survey 
of Quarter Million 
Dollar Producers 


LOS ANGELES—In a panel discus- 
sion on time control before the Los 
Angeles C.L.U. chapter, three members 
of the Quarter Million Dollar Round 
Table presented results of a question- 
naire sent to members. 

G. P. Quigley, New England Mu- 
tual Life, the Round Table president, 
reported that 15 members on 50 cases 
closed recently had written a total 
of $8,295,000 new business, 39.5 percent 
of which came from referred leads; 10 
percent from old policyholders and cen- 
ters of influence and 26.2 from personal 
contact. Personal contact business 
came from: club affiliations, 3 percent, 
church, .05 percent, direct mail 5 per- 
cent, cold canvass, 1.4 percent and 
other contacts 16.3 percent. The busi- 
ness was Classified by the length of 
time agents knew the insured as fol- 
lows: less than one month were 29.7 
percent; from one month to three 
months 8 percent; from three months 
to a year, 4.7 percent; one year to five 
years, 25 percent, and over five years, 
22.4 percent. 


Reports on 1941 Results 


John F. Curtis, Massachusetts Mu- 
tual Life, reported on a questionnaire to 
which 19 members had replied on their 
total 1941 business. The 19 wrote 1,279 
lives for a total of $10,000,000. Out of 
this total 1.232 lives were written for 
$9,240,000 not counting annuities, thus 
showing that annuities were less than 
$1,000,000. In 746 cases the personal 
insurance written for protection pur- 
poses totaled more than $4,000,000; 82 
cases of business insurance amounted 
to $1,800,000, and the same amount ap- 
plied to 216 retirement income cases; 
48 estate and inheritance tax cases to- 
taled $1,353,000; 126 pension trusts, 
$500,000; educational insurance, $122,- 
000; miscellaneous, $300,000. 

Out of 1,270 clients, 465 were busi- 
ness executives with a total of $5,377,- 
000; 243 professional men for $1,945,- 
939; 99 salesmen for $570,000; 50 
women (housewives) $533,000; 49 
business women $209,000; 200 miscel- 
laneous, $600,000; 75 labor and defense 
workers, $280,000. 


Urges Direct Mail 


Mr. Curtis urged development of di- 
rect mail and telephone approaches. He 
finds that it takes three pieces of mail 
to interest a prospect. He calls on a 
prospect within 24 hours after the third 
piece of mail is received. He never 
sends out the mail matter to reach the 
man on either Monday or Saturday. 

Mr. Neal said that the only way to 
get complete time control is to build 
it up on the experience of the past. 
The main point is translating the dollar 
budget into an activity budget. 


. 





New Ark. Assessment Rules 
LITTLE ROCK—tThe Arkansas de- 


partment will enforce new regulations 
on assessment life, health and accident 
carriers, including a rule relative to use 
of first-year premiums. Two such com- 
panies recently suspended when funds 
on hand were not adequate to meet 
claims. 

Commissioner Graves retains the 
right to allow a maximum of 75 percent 
of first year premiums or assessments 
to meet operating costs. For subsequent 
years, smaller percentages will be ap- 
proved. Rates or assessments must be 
adequate to cover claims and expenses. 
Reserves must conform to recognized 
standards and must be held in cash or 
invested in securities approved by the 
department. Mortuary and claim funds 
may be used only for those purposes. 
Health and accident carriers must main- 
tain reserves required for casualty busi- 
ness, 











C@@ It is our objective to provide our 


field representatives with all 
necessary tools, tangible and 


intangible, with which success is 
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General American Life underwriters 
capitalize on the value of selling 
“Multiple line” coverage. Today, 
through a flexible program of Life, 
Group, Salary Savings and Accident 
and Health, they offer protection that 


meets current needs. 


Right now they’re presenting two 
new, money-making sales ideas—at- 
tractive, low-cost accident protection 
and “non-occupational” accident cov- 
erage. 

Successful insurance underwriters 
are alert to the advantages of affilia- 
tion with this strong, soundly man- 
aged, agency-minded company. 


Write Jack T. Lynn,Vice President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 
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Charles Connors, general agent of of the auxiliary activities in the Portland 
Alliance Life in Peoria, Ill, the last area. 


four years, has arrived at Scott Field, 


Ill. reception center assigned to the 
sixth corps area service unit. His 
successor with Alliance has not been 


announced. He served in the army in 
1918. 
Word has been received by three ol- 


ficers of Business Men's Assurance that 
their sons who are serving in the armed 
forces have recently been promoted. 
William D. Grant, son of W. T. Grant, 








Ww. D. 


Homer C. Pogue 


Grant 


president, and Homer C. Pogue, son ot 
I. C. Pogue, manager of the group de- 
partment, have both been raised to the 
rank of lieutenant, junior grade, in the 
navy. 

Richard Torrance, son of Vice-presi- 
dent J. H. Torrance, has also been pro- 
moted from first lieutenant to captain in 
the army. 

Lieutenants Grant and Pogue took 
their officers training at about the same 
time and upon completion of the course 
were commissioned as ensigns. Lieute- 
nant Grant formerly worked in the home 
office sales department and Lieutenant 
Pogue in the group department. Cap- 
tain Torrance, however, was not an em- 
ploye of the company. 

All three of these young men were 
married last year and early this May 
Lieutenant and Mrs. Pogue became the 
parents of a baby daughter. 

Sidney Wertimer, Jr., son of the Buf- 
falo manager of Prudential, who is a 
candidate for N. A. L. U. trustee, has 
received his commission as ensign in the 
navy and is now awaiting orders to ac- 
tive duty. 

Stephen A. Williams, Jr., a leading 
producer of Mutual Life of New York 
in the John R. Hastie agency, Chicago, 
has been commissioned a_ lieutenant, 
junior grade, in the navy. He reported 
for duty in San Francisco July 13. 

The resignation of Thomas P. McCor- 
mack, general agent in Memphis for 
Aetna Life, was announced by S. T. 
Whatley, vice- president. Mr. McCor- 
mack, an infantry captain in the last war, 
resigns to accept an army commission. 

Harry Phillips, life member of the 
Million Dollar Round Table, has been 
commissioned a captain in the = corps, 
stationed at Las Vegas, Nev., gunnery 


school. He is affiliated with the prone 
man agency of Penn Mutual in New 
York. 


Ernest J. Clark, Jr., associate state 
agent of John Hancock Mutual Life, for 
Maryland and District of Columbia, has 
been commissioned lieutenant, junior 
grade, in the navy. He will leave for ac- 
tive duty July 27. 

Philip Childs, son of the late President 
Childs of Columbian National Life and 
a director of the company, who is a 
lieutenant junior grade in the navy, has 
been ordered to duty at New Orleans. 


Lieut. Col. 


\ John K. Howard, vice- 
president of Columbian National Life, 


who recently returned from Great Britain 
where he went to study home guard 
conditions, has been appointed state 
guard officer for New Hampshire in 
charge of the army’s part in organizing 
and training home guard troops there. 

C. F. Merrifield, general agent of Con- 
necticut Mutual Life in Oregon and 
southwestern Washington, has been 
commissioned a lieutenant, junior grade, 
in the coast guard. He will take charge 


During his service William Lockwood, 


associate general agent there, will as- 
sume his duties. 

J. W. Evans, Lincoln, Neb., general 
agent Guarantee Mutual Life, will re- 
port on July 24 at Fort Oglethorpe, Ga., 
for special training as first lieutenant 


in the combat division attached to the 
provost marshal’s office. Mr. Evans 
served in the first world war as a first 
lieutenant in the motor transport divi- 


sion, and his notice to go to Georgia 
was received 23 years to the day from 
his discharge from two years overseas 


service. Mr. Evans was formerly secre- 
tary-treasurer of the Nebraska Associa- 
tion of Life Underwriters and is a past 
president of the ,Lincoln association. 
Nathan Bushnell, Jr., Virginia ordi- 
nary manager of Prudential, has been 
called for active 
duty in the navy. 
Despite his 52 
years, which is over 
the age limit, his 
record as lieutenant 
in the last war war- 


rants the appoint- 
ment. 
Mr. Bushnell be- 


gan his insurance 
career ag spec al 
agent of Equitable 
Society for eight 
years, was two 
years in the navy, 
followed by two 
years as district manager for Equitable 
in Kansas. In 1923 he became manager 
of Jefferson Standard in Virginia, and in 





Nathan Bushnell 


1934 he was assistant manager, later 
manager, of Prudential in Virginia. He 


is a past president of the Richmond As- 
sociation of Life Underwriters. 

E. E. Krewson and C. H. Gifford, 
formerly with New York Life in Wash- 
ington, D. C., have been commissioned 
paymasters in the coast guard. 

Patrick L. Humphrey, assistant ac- 
tuary of Kansas City Life since 1937, is 
entering naval service as a lieutenant, 
and has been ordered to report at Wash- 
ington, D.C., for preliminary training. 
Mr. Humphrey is a graduate of An- 
napolis. He joined Kansas City Life in 
1930 and later took graduate work in 
life underwriting at the University of 
Iowa. He is an associate of the Ameri- 
can Institute of Actuaries and Actuarial 
Society of America. 


U. S. Life Ties Term 
Cover to War Bonds; 10 year 
Purchase Plan Guaranteed 


A unique plan designed to increase the 
sale of war bonds to employes has been 
launched by United States Life. The 
plan links monthly reducing term insur- 
ance with payroll allotment purchases of 
bonds. 

The insurance feature of the plan is 
based on a monthly reducing term 
policy over a period of 10 years, which 
is the time necessary for Series E bonds 
to mature. Deductions for both the 
insurance premiums and the purchase of 
war bonds are made automatically by 
the employer’s payroll department. 
Insurance premiums are payable for 
only 24 months, when the policy be- 
comes paid up. Should the insured die 
any time during the 10-year period the 
company pays to his beneficiary a sum 
sufficient to purchase the balance of the 
bonds originally planned. The policy is 
issued on a non-medical basis but the 
company reserves the right to examine 
in certain cases. 

The program calls for systematic war 
bond purchases for 10 years. At the 
end of this period the bonds start to 
mature, thus providing a steady income 
for 10 years. Provision has been made 
that, in the event of discontinuance of 
war bond sales, individual programs 
may be continued through any plan of 


Litigation Over Stock of 
Illinois Bankers Life 
Grows More Complicated 


The litigation over the stock of Illinois 
Bankers Life and related matters was 
complicated the other day when the Chi- 
cago law firm of Poppenhusen, Johnston, 
Thompson & Raymond filed a counter- 
claim in a suit pending in Cook county 
circuit court claiming that the recovery 
that is sought should be in behalf of 
the present Illinois Bankers Life for the 
benefit of policyholders. The original 
action that was brought last February 
was in behalf of the old Illinois Bankers 
Life Association, predecessor of the pres- 
ent company and then there was a claim 
filed last March by Attorney Clarence 
3assler of Chicago for recovery in be- 
half of policyholders of the present com- 
pany. The situation may also be affected 
somewhat by the death on the same day 
of Secretary A. T. Sawyer and W. H. 
Woods, former president, who were the 
sole surviving officers and directors of 
the old assessment company. Both Mr. 
Woods and Mr. Sawyer were defendants 
in the original Chicago oak which was 
brought by Attorney Malcolm McKer- 
char, but which is now being handled by 
Attorney Vernon R. Loucks since Mr. 
McKerchar was called to army service 
as a colonel. In addition Mr. Sawyer 
several weeks ago filed a suit at Mon- 
mouth, Ill., claiming that the trust agree- 
ment by which the late Hugh T. Martin, 
who was president of Illinois Bankers, 
put up his 1,600 shares or 80 percent of 
the Illinois Bankers stock with the Chi- 
cago City Bank & Trust Company was 
to give the appearance of placing the 
stock in independent and impartial hands 
but was actually a farce and should be 
declared void and the control of the 
stock should be placed in the Martin 
estate. Among other things it is charged 
that under the trust agreement Mr. 
Martin dictated those that should be 
named directors of Illinois Bankers Life 
and that they are hence linked with the 
Martin regime and are not independent. 
Mr. Sawyer also asked that the company 
be enjoined from making him a party 
defendant to reclaim his stock. He 
owned the other 20 percent of the stock 
and such an injunction was issued. 

In connection with the original action 
in Chicago a deposition was to have been 
taken this week from John P. Nichol of 
California who is entering the navy. Mr. 
Nichol received 5/14 or $430,000 of the 
commission that was paid to the Ameri- 
can Conservation Company of Chicago 
for rewriting the business of the old 
assessment company into policies of the 
new stock company. Mr. Nichol was a 
friend of Mr. Martin. He was to be paid 
this commission as intermediary in get- 
ting the business for the conservation 
company but it is charged that he re- 
tained none of it but turned it over to 
Mr. Martin who used the money as part 
of the scheme to get control of the new 
company. 

In the Chicago suit in addition to the 
Martin estate, other defendants were 
Mr. Sawyer whose stock is sought to be 
recovefed for the benefit of the policy- 
holders of the old company and Mr. 
Woods from whom was sought $160,000 
plus interest at 5 percent, as it was al- 
leged that this was the amount Mr. 
Martin had paid to him in order to 
enable Mr. Martin to become owner of 
80 percent of the stock. 





systematic savings the insured may 
choose. 

As part of the sales program, booklets 
describing the combined insurance-war 
bond plan are distributed to employes 
and, with the permission of the em- 
ployer, an agent of the U. S. Life inter- 
views each employe. In companies 
where the pay-roll allotment plan for the 
purchase of war bonds has not already 
been installed, agents volunteer to 
organize the plan for the employer. The 
purchase of insurance in conjunction 
with the purchase of war bonds on the 
salary allotment basis is not compulsory. 


War Damage Cover 
for Life Companies 
Is Explained 


Among the questions raised at a dis- 
cussion of War Damage Corporation 
insurance in Chicago Tuesday was one 
concerning the possibility of loan cor- 
respondents for life insurance compa- 
nies placing this coverage. C. Con- 
ick, New York, assistant United States 
manager Royal-Liverpool fire insur- 
ance group, who has been close to 
the War Damage Corporation pro- 
ceedings, was the central figure at the 
discussion. 

Mr. Conick said that a correspondent 
cannot cover the interest of several life 
insurance companies or other financial 
institutions in one policy. If he is au- 
thorized by the company, he may order 
war damage insurance on properties in 
which that particular company is inter- 
ested, provided separate insurance is 
ordered for each company. 


Methods of Insuring 


Life insurance companies and other 
mortgagees may be protected under 
policies on individual properties, issued 
to the mortgagor, with loss payable to 
the mortgagee as interest may appear. 
They may also insure their own inter- 
est in any mortgaged property and they 
may buy blanket policies covering all 
property in which they are interested, 
or all properties in a particular class, 
such as dwellings, mercantile buildings, 
etc. 

Where a life insurance company is 
insuring its interest separately, it has 
two options. If the property is of such 
a character that the debt exceeds the 
value of the building or buildings, it 
may carry insurance equal to 50, 80, 90 
or 100 percent of the value of the 
buildings, with rate credits for the 
higher requirements of insurance to 
value. If, as more commonly happens, 
the buildings are worth more than the 
mortgage debt, the mortgagee has the 
option of carrying insurance equal to 
the full amount of its interest, with no 
requirement of insurance equal to a 
certain percentage of the value of the 
property. 


Mutual Benefit Now 100% 


NEWARK—tThe home office staff of 
Mutual Benefit Life has received a cer- 
tificate showing 100 percent participation 
in the payroll war bond savings plan. 
The presentation was made by Reginald 
Parnell of the Newark war savings com- 
mittee, and was accepted by President 
John R. Hardin, in the presence of 890 
members of the home office staff. 


Bonds Instead of Convention 
All-Star 


Instead of attending an 
meeting, as heretofore, salesmen of 
Business Men’s Assurance who qualify 
will receive “All-Star Bonds,” the 
awards of bonds to be made Aug. 1, 


after the second qualifying period ends. 








Convention Dates 


Aug. 17-19, National Association of 
Life Underwriters, Chicago, Edgewater 
Beach Hotel. 

August 24-26, Insurance Section, 
American Bar Association, Detroit, Ho- 
tel Statler. 

Aug. 31-Sept. 2, International Associa- 
tion of Insurance Counsel, White Sul- 
phur Springs, W. Va., Greenbrier Hotel. 

Sept. 14-15, International Claim Asso- 
2 uaa Chicago, Edgewater Beach Ho- 
tel. 

Sept. 14-16, Life Advertisers Associa- 
tion annual meeting, Chicago, Edge- 
water Beach Hotel. 

Sept. 28-Oct. 1, National Fraternal Con- 
gress, Chicago, Morrison Hotel. 

Oct. 5-8, American Life Convention, 
Chicago, Edgewater Beach Hotel. 

Oct. 15-16, Institute of Home Office Un- 
derwriters. Cincinnati. Hotel Gibson. 

Oct. 19-21, Actuarial Society of Amer- 
ica and American Institute of Actuaries, 
Royal York Hotel, Toronto. 





Oct. 24, Illinois State Association of 
Life | Underwriters mid-year meeting, 
Peoria. 
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(CONTINUED FROM PAGE 1) 
quickly and certainly their purpose may 
be accomplished more satisfactorily.” 

The meeting of the trustees Monday 
will be the customary executive session 
of the group. On Tuesday, the national 
council meeting will feature several im- 
portant business actions. 

During the morning, the major item 
of business will be the presentation of 
President Witherspoon’s annual report. 
This will be followed by forum discus- 
sions led by association officials, all of 
which will deal with the relationship of 
the agent to the war effort. Spotlighted 
topics will be the work being done by 
the association in the marketing of war 
bonds—sales of which have now passed 
$925,000,000 mark—and plans for future 
bond work, and also the association’s re- 
lationship to the National Service Life 
Insurance Act and the Soldiers’ & Sail- 
ors’ Civil Relief Act. Important an- 
nouncements concerning the organiza- 
tion’s activities in tese fields will be 
made at the meeting. 

These forums will be followed in the 
afternoon by the customary presenta- 
tion of the report of the committee on 
nominations, headed by Judd C. Benson, 
Union Central, Cincinnati, which will be 
voted on by members of the council. At 
the same meeting the council will name 
the 1943 convention city. 


Conferment on Token Basis 


The conferment of C. L. U. diplomas 
in connection with the annual meeting 
of the American Society board Tuesday 
evening will be made on a token basis. 
This will be a brief ceremony in which 
probably the successful candidates from 
Chicago and vicinity, will represent the 
entire body of candidates eligible to re- 
ceive the designation this year. John D. 
Moynahan, Metropolitan Life, Chicago, 
president of the American Society, will 
preside. 

The Wednesday morning session of 
the delegate body will convene to ratify 
the actions taken the previous day by 
the council. The officers will be formally 
installed and presented to the delegates. 

A feature of the meeting will be the 
presentation of membership and mana- 
gerial trophies to association winners. 
These will include: the Charles Jerome 
Edwards cup for the local association 
having the best membership record 
based on actual gain and percentage 
of gain; the Philadelphia award, a sim- 
ilar citation for state associations; the 
“Manager’s Magazine” trophies to the 
four local general agents’ and managers’ 
groups which have done the best jobs 
during 1941-42, and certificates of award 
to other outstanding managers’ divisions. 

The meeting will close with a lunch- 
eon for the delegate body which will 
probably be addressed by a government 
representative. 





Controllers in Official Posts 


R. C. Johnson, controller Union Cen- 
tral Life, has been elected secretary of 
the Cincinnati control of the Controllers 
Institute of America. Carl M. DeBuck 
of the same company was elected a di- 
rector. 

F. C. Delaney, controller Interstate 
Life & Accident, has been reelected 
secretary-treasurer of the Chattanooga 
control of the Controllers Institute. 

R. E. Heitmuller, general controller 
Acacia Mutual Life, has been elected a 
vice-president of the District of Colum- 
bia control of the Controllers Institute. 


Expand War Bond Committee 
LOS ANGELES.—Howard D. Mills, 


administrator of the war savings bond 
committee for southern California, has 
appointed an expanded payroll allot- 
ment committee for war savings bonds 
with Kellogg Van Winkle, Equitable 
Society, as chairman, and Harold G. 
Saul, John Hancock, as associate chair- 
man. 





Lambert Kaspers, well known Chi- 
cago attorney at 30 North LaSalle street, 
is one of the leading citizens of Evans- 
ton, Ill. He has been and still is actively 
engaged in civic activities. When he 
was asked by THE NATIONAL UNDER- 
WRITER what his experience had been 
with life insurance agents he said that 
his contacts had been generally quite 
agreeable. In the main those who have 
gone to see him have been agents who 
know much more about the subject than 
he does and on whose statements he 
felt he could rely. That is, he wanted 
to deal with men in whom he could 
place confidence and in whose judgment 
he had respect. He said that most of 
the salesmen have been dignified, alert, 
capable and inspired confidence. They 
did not insist on talking to him when 
he was busy with something else nor 
did they try to obtain an interview by 
deception or trickery. Mr. Kaspers 
states that they made him feel that it 
was more important that he should buy 
more life insurance than that they 
should sell it to him. “It is from this 
kind of an agent that I procured what 
life insurance I have,” said Mr. Kas- 
pers. Speaking further, he said: 


“It would not be entirely truthfui, 
however, if I denied that I have been 
approached by some very objectionable 
types of agents. The fellow who gets 
into your private office, when you are 
busy, through misrepresentation; the 
fellow who exudes high pressure, and 
makes you feel that it is his idea that 
he must sell you regardless; or the agent 
who knows little or nothing about his 
job and is calling on you because he is 
a distant friend or a friend of a friend 
of yours. 

“From my experience with life agents, 
I would say that the individual who has 
dignity and tact, a knowledge of his 
wares, and the ability to tell about them, 
a willingness to serve, and a background 
which inspires respect and confidence, 
makes the best agent.” 


U. S. Raids Insurance Offices 
SAN FRANCISCO — Demands by 


government bureaus and agencies for 
help are being seriously felt in San 
Francisco insurance offices. Government 
agencies are conducting an active cam- 
paign to enlist new employes to go to 
Washington and to war plant locations 


9 


about the San Francisco bay district 
and the insurance business seems to be 
considered the logical source from which 
to recruit these new workers. Employes 
of present manufacturing war industries 
are being encouraged to remain on their 
present jobs, as are employes of public 
utilities. 

Life agencies, particularly, are hard 
hit—some formerly good producing 
offices now having mere skeleton crews. 





Conn. Bank Insurers to Meet 


The’ annual meeting and election of 
officers of the Savings Banks Life In- 
surance Fund of Connecticut will be 
held July 20 in Hartford. Following the 
meeting there will be a luncheon at 
which Governor Hurley will be the prin- 
cipal speaker. Representatives of the 
17 mutual savings banks now entered 
in the system in Connecticut will attend. 
Insurance Commissioner Blackall and 
3ank Commissioner Perry have been 
invited, in addition to representatives 
from the New York and Massachusetts 
savings banks life insurance systems. 

Senator Michael V. Blansfield of 
Waterbury, president of the fund trus- 
tees, will report to the governor on the 
activities of the group since their ap- 
pointment a year ago. 
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EDITORIAL 


COMMENT 





Promoting the Guertin Project 


Those who have been following the 
work of the committee headed by A. N. 
Guertin, actuary of the New Jersey de- 
partment on the new mortality tables, 
nonforfeiture values and related matters, 
were highly gratified when the com- 
mittee, just prior to the Denver conven- 
tion of the National Association of 
Insurance Commissioners, submitted a 
finished proposal. The committee had 
made a profound study, had reconciled 
conflicting opinion, had produced re- 
ports that illuminated the whole subject 
and constituted valuable enlightment 
on the internals of the business. <A 
masterful job of analysis and synthesis 
had been done. The work of the com- 
mittee had been studied closely in actu- 
arial circles as it went along and each 
company had been weighing the practical 
effect of the recommendations that were 
being formulated. Everyone felt that 
real progress was being made year by 
year and the Denver report was re- 
garded as the culmination of the project 
and it was felt that then had arrived 
the time to make the final decision. 

It was not particularly disheartening 
when some of the commissioners at 
Denver asked that final consideration 
be postponed until the December meet- 
ing so that their actuaries might make 
a thorough study of the report, because 
the Guertin committee’s final proposals 
were distributed only about two weeks 
prior to the Denver convention. Several 
of the departments obviously felt that 
they wanted to be better informed be- 
fore casting their vote. It was disheart- 
ening, however, to see the tendency on 
the part of a few commissioners to 
tackle the subject ab novo and raise 
questions that should have been raised 
long ago or which, it may be assumed, 
the committee had thoroughly consid- 
ered. We don’t mean to say that the 
report should be blindly and uncritically 


accepted, but criticism and questioning 
at this time should be of a very ad- 
vanced nature and should not be such 
as to merely cause repetitive study. It 
would be indeed disheartening if the 
commissioners should not be able to 
give enlightened consideration to the 
report in December. New commission- 
ers will be coming along; they will not 
have known what has gone before and 
the whole project could become a wasted 
effort if there should be much further 
delay. 

The insurance’business in its legisla- 
tive work has frequently been charged 
with a negative attitude, being interested 
mainly in snake killing, that is, defeat- 
ing harmful measures. Here is an op- 
portunity for the business to belie that 
charge by supporting a constructive 
change of the sort which has been rec- 
ommended by the Guertin committee. 
Responsible insurance executives and 
actuaries in the various jurisdictions 
might very well have consultations with 
their commissioners, explaining the 
practical effect of the Guertin recom- 
mendations and answering any questions 
that the commissioners might raise. 
They could ascertain what reservations, 
if any, the individual commissioners hold 
and seek to clear the atmosphere and 
pave the way for enlightened action in 
December. Then, when and if the 
Guertin recommendations are adopted 
by the commissioners, there will be a 
great deal of missionary work needed 
to get the individual legislatures to pass 
the model bills and to do so without 
amendment. The legislation is drawn in 
actuarial terms and will be obscure to 
the individual legislators. There must 
be a great deal of interpretive work done 
for the benefit of the legislators and here 
the actuaries and company executives 
will have the opportunity to do a public 
service. 


War Injury Pool Forward Move 


PLans for the formation of a pool to 
write the new civilian war injury policy, 
sponsored by the Health & Accident 
Underwriters Conference, offer an op- 
portunity for real service to the insuring 
public and an improvement of public 
relations in the accident and health field, 
a subject which has been given much 
attention in recent years. 

When the question of covering war 
damage came up, the fire companies very 
properly decided that it was not a hazard 
which could be covered on the usual 
basis. The result was the formation of 


the War Damage Corporation, under 
government auspices, with the companies 
actually handling the writing of the busi- 
ness. The accident and health com- 
panies have gone at this proposition on 
a somewhat different basis. They real- 
ize that it would be impossible for indi- 
dividual companies to write this coverage 
but feel that it will be entirely prac- 
ticable on a pool basis, particularly if a 
large number of companies participate. 
Even a joint effort by a few of the 
larger companies would not produce as 
satisfactory results as if more of the 


companies are brought in, even though 
they may be smaller individually. Ex- 
tensive participation is desirable. 
Great credit is due to the special com- 
mittee of the conference which has 
worked out the details of coverage and 
procedure and especially to its chairman, 
C. O. Pauley, secretary of Great North- 
ern Life, who has given unstintedly of 


his time and effort in working out a 
satisfactory solution of the problem and 
in composing the differences which 
necessarily have arisen in connection 
with a proposition of this kind. The 
successful inauguration of the plan now 
seems to be assured and the movement 
certainly is one which is entitled to the 
highest commendation. 








PERSONAL SIDE OF THE BUSINESS 





The Jack Wiseman agency of Frank- 
lin Life in St. Louis led that company 
in production for the second successive 
three months, and Mr. Wiseman _ him- 
self was in first place for individual 
production during the second quarter. 

James J. Clinger, manager for Guard- 
ian Life at Cleveland, Ohio, is now back 
on the job after spending eight weeks 
in a hospital following an operation. 

Two home office officials of Mutual 
Benefit Life are celebrating long term 
service anniversaries: Milo W. Wilder, 
Jr., vice-president and treasurer, 45 
years and Ira W. Shattuck, agency de- 
partment, 35 years. 


Seth Ellis, Pacific Mutual Life general 
agent at Deadwood, S. D., is in the hos- 
pital recovering from an operation for 
appendicitis. 

Morris W. Davidson, treasurer of 
the “Insurance Field,’ and president of 
the Courier-Journal Job Printing Co., 
announces the engagement of his 
daughter, Miss Jane Coleman Davidson, 
to Lawrence Reid, Louisville. Miss 
Davidson is a graduate of the Univer- 
sity of Louisville, where Mr. Reid is a 
senior, 

Ricks Strong, general agent of John 
Hancock Mutual Life at Dallas, was 
elected vice-president of Civitan Interna- 
tional at its convention in St. Peters- 
burg, Fla. 


N. O. Moscovitch, who has been asso- 
ciated with Harry S. Tressel, consulting 
actuary of Chicago, since 1936, has be- 
come an associate of the Actuarial 
Society of America. Mr. Moscovitch is 
a graduate of the University of Mani- 
toba and holds a Ph.D. in mathematics 
from the University of Chicago. 


R. E. Woodcock, assistant treasurer of 
Canada Life, has been elected president 
of the Land Mortgage Companies Asso- 
ciation of Ontario. 

Bert N. Mills, secretary of Bankers 
Life of Iowa, was named as a director 
representing insurance of the Des 
Moines Better Business Bureau. 

John R. Hardin, president of the Mu- 
tual Benefit Life, who has been a char- 
ter trustee of Princeton University for 
many years, retired at commencement 
this year, owing to the new rule making 
retirement compulsory at the age of 70. 
Mr. Hardin was a member of the class 
of ’80. He, like others who are retired, 
will serve on different committees in an 
advisory capacity without having voting 
rights. 

Franklin D’Olier, president of Pruden- 
tial, class of ’98, is a charter trustee. He 
served as one of the alumni trustees for 
four years before becoming a charter 
trustee. 

Miss Marian Lichty of Waterloo, Ia., 
until recently an agent of Penn Mutual 


Life, was one of the first women to be 
inducted into the Women’s Army Auxil- 
iary Corps. Her uncle, Robert Lichty, 
is manager of the Waterloo Insurance 
Agency, one of the largest agencies in 
the city. 


H. A. Behrens, president Continental 
Assurance of Chicago and chairman of 
Continental Casualty, is spending the 
summer at Sun Valley, Ida. 


Arthur F. Hall, chairman of the board 
Lincoln National Life, is still ill at his 
home but is somewhat better than he 
has been. He has not been at his office 
for two months. Mr. Hall has been a 
hard worker and did a magnificent job 
in organizing and developing the com- 
pany. 

Mr. Hall has improved materially in 
the last few weeks. He is still confined 
to the upper floor of his house. 


Miss Mary Jane Lampton, daughter of 
Dinwiddie Lampton, president of Amer- 
ican Life & Accident of Louisville, and 
Charles G. Middletown of Louisville, 
now a corporal in the Marines, Quantico, 
Va., were married in the Second Pres- 
byterian Church, Louisville. Miss Lamp- 
ton has completed her junior year at 
Sweet Briar College. Mr. Middleton 
graduated from Woodberry Forrest 
School and was in his senior year at 
the University of Virginia when he en- 
tered the marine corps. 


W. L. McPherrin of the Kansas City 
agency of Kansas City Life received its 
10-year App-a-Week Club pin, a $100 
bill and congratulations from President 
W. E. Bixby. He is the 18th man in 
the company to complete 10 years of 
consecutive weekly production and the 
third in the Kansas City agency. Mr. 
McPherrin was recently elected presi- 
dent of the Life Underwriters Associa- 
tion of Kansas City. 


Linwood Butterworth, Atlanta general 
agent of New England Mutual Life, is 
a member of the man power committee 
of the Atlanta Sales Executive Club 
formed for the purpose of finding em- 
ployment for salesmen displaced by war 
conditions. 


George Abdella of Lancaster, O., who 
for many years has been an important 
producer for Columbus Mutual Life and 
was for a considerable period its vol- 
ume leader year after year, is gravely 
ill at the home of a daughter in Lancas- 
ter. He underwent an exploratory op- 
eration in Columbus. 


T. A. Buckner, retired chairman of the 
New York Life, is showing gradual im- 
provement following an operation some 
time ago and may be out of St. Luke’s 
Hospital, New York, the end of the 
month. 


James L. Madden, third vice-president 
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“Did your husband carry insurance?” 
“No—did yours?” 
“Yes.” 











of Metropolitan Life, is to be appointed 
chairman of the insurance committee of 
the U. S. Chamber of Commerce. He is 
very familiar with this work as several 
years ago he was manager of the insur- 
ance department of the chamber. Prior 
to that he was with Metropolitan Life 
for five years and he was recalled to the 
company’s services by Haley Fiske, who 
was then its president. He has been 
influential in the National Industrial 
Conference Board, Transportation As- 
sociation of America and he has lec- 
tured in New York University law 
school. 

Paul L. Hardesty is manager of the 
insurance department and will continue 
in that position. T. F. Cunneen, who 
had held this position, but was later 
made executive assistant for insurance, 
has resigned. It is likely that the cham- 
ber will appoint an experienced fire and 
a casualty man to strengthen the staff. 
Mr. Hardesty has a banking background 
and is well equipped for administrative 
work. 

W. E. Bixby, president of Kansas 
City Life, is still receiving appreciative 
comments from the recipients of his 
1941 Christmas gift. He sent to hun- 
dreds of friends, acquaintances and 
associates a brochure, specially printed 
and bound, containing an article in the 
American Magazine of December, 
1917, on “The Book That Has Helped 
Most in Business.” The book referred 
to is the Bible. 


DEATHS 


Two Ill. Bankers Life 
Figures Die on Same Day 


Arthur T. Sawyer, secretary of the II- 
linois Bankers Life of Monmouth, III., 
died Saturday from a heart attack. He 
was 45 years of age. He was a son of 
one of the founders of the company. He 
had not been in good health for recent 
weeks. Funeral services were held at 
Monmouth Tuesday. Mr. Sawyer owned 
20 percent of the Illinois Bankers stock. 
Hugh T. Martin, who owned the other 
80 percent, died last fall. 

On the same day W. H. Woods, who 











Prominent Lansing 
General Agent Dies 








FRED M. WILSON 


Fred M. Wilson, 47, who had just en- 
tered upon his new duties as general 
agent in Lansing, Mich., for Generai 
American Life, died at his home at East 
Lansing from a heart attack. His death 
came just a week after he had signed his 
contract and just as he was preparing to 
open his new office. Earlier in the eve- 
ning of his death he had been with James 
A. Hands, agency superintendent of 
General American, and Harold Thomp- 
son of the Detroit Trust Co. 

Previously, for three years, Mr. Wil- 
son had been general agent for Great- 
West Life and prior to that, for 20 
years, had been district agent for Equit- 
able Society. 


retired as president of Illinois Bankers 
Life about 114 years ago, died of a heart 
ailment. His health had been impaired 
for some time. He was one of the orig- 
inal incorporators of Illinois Bankers. 
Mr. Woods was 73 years old. He re- 
tired from the presidency after attaining 
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the age of 70 in 1939, had been in life 
insurance work more than 35 years up 
to the time of his retirement. The com- 
pany was formed in October, 1929, to 
reinsure the Illinois Bankers Life Asso- 
ciation, which Mr. Woods had also 
headed since 1903. He was also one of 
the organizers of the Monmouth Trust 
& Savings Bank and headed that finan- 
cial institution as its president for some 
vears., 

Funeral services for Mr. Sawyer 
were held at First Presbyterian church 
at Monmouth Tuesday afternoon. Rites 
for Mr. Woods were conducted at First 
Methodist church Monday afternoon. 
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Mr. Sawyer was the son of William 
A. Sawyer. His father preceded him 
as secretary of Illinois Bankers Life, 


duties upon his 
Mr. Sawyer was 
Monmouth. 


the son taking over the 
father’s death in 1916. 
a former alderman of 


Dr. Charles E. Iliff, 68, medical direc- 
tor of Western & Southern Life and 
widely known Cincinnati physician, died 
at his home last week after a long illness. 
Dr. Iliff became associate medical direc- 
tor of Western & Southern in 1920 after 
serving as examiner for many years pre- 
viously. He was made medical director 
in 1930. 


NEWS OF THE COMPANIES 





Regional Managers 
of Commonwealth 


The ordinary agency department of 
Commonwealth Life has appointed four 
regional managers to assist A. Walton 
Litz, manager of that department in su- 
bervision of a new agency 


program. 





Monroe Smith Gayle Prather 
Monroe Smith, supervisor out of the 
home office for 23 years, has charge of 
West Virginia and Kentucky east of 
Louisville. 
Gayle Prather, 
years has been 


who for the last 12 
home office supervisor 





Tyler R. L. Myers 


Henry 


and started as an agent with Common- 
wealth 29 years ago, has Indiana and all 
Kentucky west of Louisville. He con- 


tinues to head the educational depart- 
ment. ; we 
Henry Tyler, Nashville, is in charge 


of Tennessee and Alabama. He has been 
with the company 18 months and pre- 
viously was a successful agent and unit 
manager of an eastern company. 

Robert L. Myers, Columbus, O., has 
been supervisor in that territory for a 
year. He becomes regional manager in 
Ohio. Mr. Myers was an agency cashier 
before entering sales work. 


The new agency program has as its 
basis better selection and training of 
agents and closer supervision of the 


present agency organization. 


Paul Stewart Resigns 

Paul Stewart has resigned as director 
of agencies for the eastern division of 
Guarantee Mutual Life with headquar- 
ters in Chicago. He has been with the 
company about seven years and prior to 


that had long experience in general 
agency and managerial work. 
Excelsior Advances Two 

Excelsior Life of Canada has ap- 


pointed Neville H. Evely and Leonard 
Ww. Sumner superintendents of agencies. 
They have been in the home office 
agency department since 1937 and have 
lately served as agency supervisors. 


Great-West Takes 
Over Universal 


Great-West Life has completed an 
agreement to reinsure, in cooperation 
with a number of other Canadian com- 


panies, the business of Universal Life 
& Annuity. Universal Life, founded in 
1902 with head office in Winnipeg, op- 


erated in Manitoba and the West 
Indies. Under the terms of this rein- 
surance agreement the Universal Life 


to do business. The policies 
1907 have been admin- 
istered under a trust fund established 
by the Universal Life in 1928. Great- 
West Life will take over and continue 
the administration of this fund. Pay- 
ment of the contractual benefits of 
policies not included in the trust fund 
will be guaranteed by -Great-West Life. 
This agreement will not go into force 
until formally ratified by the sharehold- 
ers of the Universal Life and the var- 
ious Dominion and provincial authori- 
ties. 

Although the Great-West Life is tak- 
ing over all the administrative details, 
the agreement was arranged in coop- 
eration with a number of other Cana- 
dian life companies, each of which will 
reinsure a portion of the risk. 


will cease 
issued prior to 


Name Yaw Southern 


Division Manager 


LOS ANGELES—Harry D. Yaw, 
who for several years has been assistant 
to Vice-president V. H. Jenkins of 
Occidental Life of California, has been 





HARRY D. YAW 


appointed division manager for Texas, 
Louisiana and Arkansas. He will de- 
vote his attention to the growing 
volume of administrative work in the 
territory comprising the division. 

Mr. Yaw is a native of New York, 
and entered life insurance selling soon 
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Miccaihermanee: Sic Kinch, ‘Thdhew 








WILLIAM TT. THORPE 

Alfred Kinch and William T. Thorpe 
have been appointed managers of agen- 
cies by Manufacturers Life. They have 
been agency superintendents, Mr. Kinch 
being in charge of the United States di- 
vision and Mr. Thorpe the Canadian di- 


after graduation from a Buffalo high 
school. He went to Los Angeles in 


1924 as an assistant superintendent of 
Prudential, and became associated with 


Occidental in 1930 as field supervisor 
of the home office general agency. 
From there he was advanced to home 


office agency administrative work. 


Effective Work Done 
in Conservation 
by Mutual Savings Life 


ST. LOUIS—Reflecting the manage- 
ment that the business of the old Cen- 
tral States Life and Home Life of 
Arkansas account has been receiving 
since the insurance was reinsured by 
Mutual Savings Life of St. Louis last 
September, Allen May, president of 
Mutual Savings, reported to directors 
that the total net profit, before federal 
income taxes, for the six-months period 
ending June 30 was $181,654. 

Barring unanticipated federal taxes, 
Mr. May said, it is expected that the 
earnings for the entire year added to 
the lien reduction fund accumulated 
during 1941, will permit a lien reduction 
of not less than 10 per cent to be voted 
at the year-end for distribution of those 
whose policies are in force April 1, 1943. 

During the first six months the com- 
pany paid or credited to policyholders 
and their beneficiaries, aside from the 
increase in reserve, the sum of $836,440. 


Franklin Life Mid-Year 
Report Shows Gains 


The semi-annual report of Franklin 
Life shows paid business almost 98 per- 
cent of the same period last year, not- 
withstanding war conditions. 

First year premium income shows an 
increase of 26.94 percent over the same 
period of 1941. Interest and rent income 
increased over $150,000. There was an 
increase in ledger assets of $2,644,943, an 
increase in renewal income, of $346,038. 

There has been a steady improvement 
in actual to expected mortality, amount- 
ing to 5.2 percent for the first six months, 
the ratio on June 30 for the year being 
413. 


Lewis Made Assistant Actuary 
Alvin W. Lewis, who has been in the 

actuarial department of Pacific Mutual 

Life for 15 years, has been appointed as- 


ALFRED KINCH 


vision. They will continue to supervise 
those territories. 

Their promotions follow the retire- 
ments of Alexander Mackenzie and E. S 
Macfarlane after many years of service, 
announced last week. 





He joined the company 
following his graduation in 1927 from 
the University of California at Los An- 
geles, where he majored in mathematics. 


sistant actuary. 


Manning Named to 
Great-West Board 


H. W. Manning, general manager of 
Great-West Life, has been elected a di- 
rector of that company. This action 
marks the first time in more than 25 
years that a company officer has been 








MANNING 


H. W. 


He will fill the 
death of W. H. 


appointed to the board. 
vacancy caused by the 
McWilliams. 

Mr. Manning joined Great-West in 
1931 as assistant general manager and 


was advanced to general manager in 
1938. He is a former chairman ae the 
agency section of the Americ an Life 


Convention and is ~—— vice-presi- 
dent of the A. L. C. Mr. Manning is 
also first vice-president of the Canadian 
Life Insurance Officers Association and 
provincial vice-president of the Canadian 
Chamber of Commerce. He is a mem- 
ber of the National War Finance Com- 
mittee. 


Great-West Life Enters Kansas 
The Great-West Life has completed 

final negotiations to enter Kansas and 

the company is now licensed. In the 
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past year it entered Missouri and Ohio. 
In Missouri two branches have already 
been established in keeping with the 
company’s policy of agency expansion. 

It now operates in nine states, the 
first entered being North Dakota, 1906, 
followed by Minnesota and Michigan, 


1921, Illinois in 1923, Washington in 
1931, Indiana in 1940, then Missouri 


and Ohio in 1941 and now Kansas. 
Operations in Kansas for the pres- 

ent will be under the charge of R. C. 

Searle, manager at Kansas City, Mo. 





William M. Rand, vice-president of the 
Monsanto Chemical Company, has been 
elected a director of John Hancock Mu- 
tual Life. 








LIFE SALES 


MEETINGS 





Federal Old Line 
Conducts Seminar 


Federal Old Line Life of Seattle held 
its agents convention there in the form 
of a seminar with a very large propor- 
tion of the program drawn from material 
contained in the “Agents D. L. B.” pub- 
lished by THE NATIONAL UNDERWRITER. 
Frank W. Bland, San Francisco, Pacific 
Coast manager of THE NATIONAL UNDER- 
WRITER, gave an outline of the basic 
course in the D. L. B., after the objec- 
tives of the seminar had been formulated 
by J. R. Cissna, vice-president and board 
che - rag 

Van de Walker, secretary, told 
of gfe i R of the Federal Old Line. 

There was a session on sponsored din- 
ner meetings led and participated in by 
several home office women, By ron Fish, 
editor of “ETC,” the company’s publica- 
tion, spoke on the editorial policy of the 
magazine. 


Subjects That Are Discussed 


An open forum was held on social se- 
curity. Other subjects taken up were 
sales talks, selling to women, program- 
ming, motivation, objections, closing, 
programming and settlement options, 
managing your business, selling larger 
policies, importance of age change and 
advantages of cash with application. 

The seminar faculty was headed by 
George M. Jacobs, Federal Old Line 
president, who is a C. L. U. It included, 
besides Mr. Cissna, W. M. Greene, con- 
sulting actuary; O. C. Henry, R. R. 
Pfau, V. H. Wade, E. C. Woepse and L. 
Ss; Packard, home office officials; several 
assistant vice-presidents, including S. F. 
Webster, James G. Scanlan, in charge of 
Vancouver; Paul Leslie, in charge of the 
central Washington, Yakima division; 
Steve Yedinak, in charge of East Spo- 
kane; D. D. Vernon, in charge of the 
University office; Carlton Gladder, in 
charge of West Spokane; E. C. Peter- 
son, in charge of the Ballard office; 
Howard Fairbairn, in charge of the 
West Seattle office. Also on the faculty 
were Dr. Philip Nelson, chief medical 
director; Byron Fish and Lou Risley, art 
director. 





Oregon Mutual Leaders 
Club Meeting This Week 


Oregon Mutual Life Leaders club held 
its annual meeting this week at Gear- 
hart-by-the-Sea, Ore. Leading sales 
representatives from four states at- 
tended. 

President again this year is W. J. 
Sheehy. Vice-president is Will R. 
Lewis. Highlight of the convention was 


an address by Commissioner Thompson 
of Oregon. 





Union Central Men 
in Conferences 


A flying squadron of four Union Cen- 
tral home office men conducted a mana- 
gers’ clinic in Chicago last week which 
was attended by 15 managers from mid- 
western territory This week a similat 
meeting was being held in New York 
City, for the New York and New Eng- 
land contingents and next week there 
will be another session in New Orleans 
for the southern group. A similar ogg 
ing previously was held in Buffalo, N. Y. 

The home office group was headed by 
Wendell Hanselman, vice-president in 
charge of agencies, and included Harry 


Shaffer, Kenneth Hamer and Harold 
Winters, assistant superintendents of 
agencies. 


Some of Subjects Considered 


The home office men in the first day 
outlined the objectives and gave their 
thoughts on organization, recruiting, 
training and analyzing the market. Then 
the second day the general agents con- 
tributed their views on these subjects. 
One of the subjects was recruiting, pro- 
ducing and training for the present mar- 
ket, and another was the effect of war 
on the life insurance market today. An 
informal dinner was held each night. 

Managers attending in Chicago were 
from that city, Davenport, Ia., Peoria, 
Ill., South Bend, Ind., Indianapolis, Min- 
neapolis and Denver and surrounding 
territories. 


Continental Assurance 
Plans for Agency Muster 


The Continental Assurance of Chicago 
is making out its program for the con- 
vention of the 1-2-0 Club and the 2-5-0 
Club at the Drake Hotel, Chicago, Aug. 
13-15. The first club will hold its meet- 
ings the first two days and the 2-5-0 
Club will go on a cruise on the Great 
Lakes for a week. The General Agents 
& Managers Association will hold its 
——- the last day. Vice-president W. 

White, in charge of the agency de- 
ei will give the closing talk at 
the agents’ meeting. Addresses will be 
made by Dr. H. W. Dingman, medical 
director; R. W. Weddell, manager of the 
group department, on group insurance; 
C. T. Cravens, head of the educational 
department. There will be five agents 
who will speak. Executive Vice-presi- 
dent Roy Tuchbreiter will give the ad- 
dress of welcome. Frank Snell, Grand 
Rapids, will preside over the General 
Agents & Managers Association, he be- 
ing its head. He will give a talk at the 
agents’ meeting. 

The claim convention of Continentai 
Casualty, running mate of Continental 
Assurance, will be held at the same ho- 
tel, Aug. 13-14. 


Old Line Life Calls Off 
Parley; to Award War Bonds 


MILWAUKEE—The annual conven- 
tion of Old Line Life of America, sched- 
uled for Milwaukee in September after 
having been postponed from June 22-24 
at Lawsonia, Green Lake, Wis., has now 
been cancelled. Officials said "the deci- 
sion was in deference to the request by 
the Office of Defense Transportation 
that no conventions be held for the 
duration unless they were closely re- 
lated to the war effort. Agents who 





qualified to attend will be awarded war 
bonds at a series of regional meetings. 


Many Qualify for Attendance 


Sixty-eight agents of Old Line quali- 
fied to attend the convention, 38 quali- 
fied double which would have permitted 
them to take their wives, and 13 quali- 


fied to attend the annual convention of 
the National Association of Life Under- 
writers. 

The Star Leaders’ Club of Old Line is 
headed for the coming year by J. A. 
McIver, Oshkosh, Wis., as president. H. 
R. Buckman, C. L. U., Milwaukee, first 
vice-president, actually qualified for the 
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presidency but having served in 1941- 
1942 he was ineligible to succeed him- 
self under the rules. He has been pre- 
sented with a Star Leader emblem set 
with a diamond. N. Gust Hartberg, 
Green Bay, Wis., is second vice-presi- 
dent. 


Bankers National Leaders 
Gather in Newark 


Eighty leading producers and home 
office representatives of Bankers Na- 
tional Life attended an all-day business 
session at Newark, at which the prin- 
cipal announcement was about the new 
rates in effect since the company has 
changed to a 3 percent reserve basis. 
W. J. Sieger, vice-president and super- 
intendent of agencies, was toastmaster 
at the banquet, at which Ralph R. 
Lounsbury, president, was chief speaker, 
Mr. Lounsbury stressed proper mental 
attitude as of utmost importance in sell- 
ing life insurance in wartime. 

he company will introduce a num- 
ber of new policies within the next few 
weeks, one of them replacing the life 
expectation contract, which has _ been 
discontinued. 

June production was the second larg- 
est in the history of the company and 
for the year to date, production is sub- 
stantially ahead of last year. 


Peoria Agency Conference 

Agents of the Peoria, Ill., agency of 
Northwestern Mutual Life will hold a 
meeting there July 20. There will be 
morning and afternoon sessions, lunch 
and a dinner at which prizes will be 
awarded. C. R. Garrett, general agent, 
will preside. 


Memphis-Little Rock Conference 


Eric G. Johnson, vice-president of 
Penn Mutual Life, will be the principal 
speaker July 18 at a joint sales confer- 
ence of the Memphis and Little Rock 
agencies on Lake Hamilton near Hot 
Springs, Ark. The conference will be 
directed by W. T. Hames, Memphis 
general agent, and Allen Gates, Little 
Rock general agent. 


NEW YORK 


ALMANAC OUT 











INSURANCE 

The “Insurance Almanac” published 
by the “Weekly Underwriter,” 116 John 
street, New York, priced at $3, is found 
on almost every live insurance execu- 
tive’s desk for personal reference. It is 
one of the most valuable compendiums 
of insurance facts that can be found. The 
compilers always do a very accurate and 
helpful job. It would be interesting to 
know how many different items are con- 
tained in this volume. Summarizing the 
“Insurance Almanac,” it rightfully says 
that it 1s the “who, what, where and 
when in insurance.” 
PLAN FOR °43 C. L. U. ACTIVITY 

At the outing of the seminar commit- 
tee of the New York C. L. U. plans for 
the 1943 seminar were discussed. It was 
decided to hold the seminar earlier than 
has previously been customary and it 
will be held some time in April. In rec- 
ognition of the excellent work which 
was done on the seminar this year, W. 
J. Dunsmore, Equitable Society, general 
chairman, and A. J. Johannsen, North- 


western Mutual, program chairman, 
were given the same assignments for 
next year. 
BONNER NAMED TAYLOR AID 

Stanley D. Bonner, for the past 22 
years associated with Mutual Life in 


New York, has been appointed super- 
vising assistant in the Harold L. Tay- 
lor agency, 521 Fifth avenue. He will 
be in charge of developing the organ- 
ization in Nassau county, L. I. He 
joined Mutual Life in 1920 as a clerk. 
He went into the field in 1922 and from 


1929 to 1941 served as agency organ- 
izer in the Brooklyn agency. Since 








April, 1941 he has been supervising as- 
sistant in the Bowers agency. 


BURRY TESTIMONIAL 


E. R. Burry, recently elected vice- 
president and acting manager of the 
Hoey & Ellison agency of Equitable 
of Iowa, in charge during the ab- 
sence of E. J. Phelps, who ig serving 
in the army signal corps, was given 
a surprise testimonial dinner by 60 
friends and associates. H. P. Frost, 
president of the agency, was toastmas- 
ter and speakers included R. E. Fuller, 
superintendent of agencies, and P. C. 
Irwin, associate actuary, from the home 


CHICAGO 


TAKE OVER TAFT WOODY UNIT 

The unit of Taft Woody of the W. 
V. Woody agency of Equitable Society 
in Chicago has been divided between 
John E,. Lehman and Edward 
O’Shaughnessy. ‘Taft Woody recently 
was named general agent of Equitable 
Society at Pittsburgh, taking over a 
part of the old E. A. Woods agency. 
Mr. Lehman, a successful agent, was 
advanced to assistant agency manager. 
Mr. O’Shaughnessy has_ headed his 
own unit for some time with the title 
of assistant agency manager. 


GIVEN 











JAS. H. 


James H. Brennan, manager of Fidel- 
ity Mutual Life and president of the 
Chicago Association of Life Under- 
writers, was injured in an automobile 
accident recently when his car struck an 
abutment as he swerved to avoid an 
oncoming vehicle. The accident occurred 
on Dearborn street in Chicago. Mr. 
3rennan suffered a broken leg—the 
same leg that was broken about a year 
and a half ago—three fractured ribs and 
a cut lip. There were no internal in- 
juries. 

He is now in the Henrotin hospital, 
but he plans to move farther west to be 
closer to his home in River Forest. He 
will be incapacitated for about six weeks. 


BRENNAN IS INJURED 


KLEIN AGENCY IN FOURTH PLACE 


The A. R. Klein general agency of 
Home Life of New York in Chicago, 
finished in fourth position for all com- 
pany agencies during June. For the year 
to date, the Klein agency is in ninth 
place, having moved up from 13th posi- 
tion in the last 60 days. 

Despite the loss of several men to the 
armed forces, the Klein agency shows 
an increase in business of 26 percent for 
the first six months. 


TAKING ON OLDER MEN 


The process of recruiting new agents 
these days is a most disconcerting one 
for general agents. They have usually 
in the larger offices maintained a training 
school to give young men some insight 
into life insurance before sending them 
out to solicit. Now offices find that 


much time is lost because most of these 
young men are drafted into military 
service. Hence they have been on the 
outlook for likeable men of older age 
who will be deferred and who have lost 
out on account of their concerns being 
put out of business or greatly affected 
because of government restrictions. 
Therefore a number of general agents 
have been looking for these men, sifting 
them out meticulously and taking a few 
for training. Many of these older men 
have proved highly successful. In fact, 
in some cases they have grasped funda- 
mentals and gone farther in the same 
time than younger men would. Then, of 
course, general agents are giving far 
more time to their older men who will 
not likely be called into service. 





POLICIES 


Equitable Society 
Announces Changes 


The Equitable Society recently an- 
nounced a reduction or the removal of 
extra premium charges on certain classi- 
fications. It gives a digest of the changes 
as follows: 

If the owner of a policy issued after 
Jan. 1, 1907, changes his occupation, he 
may execute a declaration describing the 
new occupation and whether he intends 
to engage later in the original occupa- 
tion or another hazardous one. When the 
society is satisfied there is no likelihood 
he will engage in a hazardous occupa- 
tion thereafter it may reduce future pre- 
miums on satisfactory evidence of in- 
surability, to the rate corresponding to 
the new occupation. Usually a medical 
examination is required and no change 
in rating will be made except that justi- 
fied by appraisal of the risk as a whole. 

However in case of flat extra premiums 
that do not vary with age or plan of 
insurance, a declaration of health will 
be considered and any impaired health 
disclosed will not affect action unless it 
is related to occupation for which extra 
premium was charged. 

If occupation is unchanged but cur- 
rent classifications provide for lower ex- 
tra premiums for occupation, a _ state- 
ment from insured giving details of his 
occupational duties, business and resi- 
dence address should be secured, and if 
otherwise satisfactory a good health 








declaration usually will suffice as evi- 
dence of insurability. 
Other Rules, Provisions 

If insured has retired definitely from 


a rated occupation after working until 
at least age 60 the fact should be pre- 
sented to the home office irrespective of 
the insured’s health. 

Removal or reduction of extra pre- 
mium charges will be subject to evi- 
dence of insurability including medical 
examination, usually in short form, and 
the home office will call for any addi- 
tional requirements necessary in individ- 
ual cases. Restrictions against military, 
naval and aviation service will not be 
included in the amended contract unless 
contained in the original. Change in oc- 
cupation status will not affect action 
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unless current occupation contains a 
health hazard related to insured’s past 
condition. 


In connection with aviation extra pre- 
miums and residence or travel extras, 
at present any request for reduction in 
premium must be considered by the home 
office on its merits. 


Manhattan Life Broadens 
Its War Clause 


The war clause of Manhattan 
Life has been changed to provide for 
full coverage in the event of death while 
engaged in military or naval service (ex- 
cluding aviation) in time of war within 
the 48 states, District of Columbia, the 
nine provinces of Canada and Newfound- 
land, also any point at sea within three 
miles of such land. 

The clause also provides for full cov- 
erage outside those areas if, at the time 
of induction into service, the nolicy- 
holder makes application for and pays 
the additional premium required for such 
coverage. 

In event of death under circumstances 
not covered the return is premiums paid 
plus interest at 3 percent compounded 
or the reserve. 


Non-Medical Is Extended 
Experience of Equitable Life of Iowa 
in writing non-medical business in con- 
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nection with salary savings plans has 
induced the company to expand the 
practice. Applicants now residing in 
rural districts or in towns or cities of 
less than 25,000 population if the com- 
pany has no general agency in such 
city or town may be insured non- -medi- 
cally. Amounts up to $4,500 in any 12 
month period may be written without 
medical examination unless such amount 
brings the total non- -medical on that life 
to more than $6,000 since the last exami- 
nation. This plan will not be granted 


to married women nor to sub-standard 
risks. 





Guardian Life Liberalization 


The disability waiver of premium 
benefit on Guardian Life policies is now 
available to male applicants to age 55. 
The maximum issue age for the acci- 
dental death benefit has been increased 
to 55. In the past these features have 
not been available to applicants above 
age 50. 








LIFE AGENCY CHANGES 





Nelson Takes Crawford 
Agency of Equitable, Ia. 


Harvey O. Nelson is the new gen- 
eral agent of Equitable Life of Lowa 
who has taken over the old agency of 
W. F. Crawford, retired, in Chicago. 
Mr. Nelson’s entire life insurance ex- 
perience of 14 years was spent associated 
with Mr. Crawford. Previously he was 
connected with the Federal Reserve 
Bank in Chicago. 

He is an unusually successful agent 
with an average production over the 
period of about $300,000 and a record 
of 734 weeks membership in the Equi- 
table’s One-A-Week Club. Mr. Nelson 
with his 734th consecutive week of pro- 
duction completed a set of silverware, 
portions of which are awarded to the 
one-a-week producers about every two 
years. He has been with the Equitable 
since March, 1928. Mr. Nelson has an 
agent, J. C. Smith, who has produced 
for 400 consecutive weeks. 

The record in Equitable of Iowa is 
held by Ben Bloch of Peoria with 1,100 
weeks, or about 22 years. Armand Pfaff 
of Griffin, Ingram & Pfaff, Equitable 
of Iowa general agents in Chicago, also 
has been a member of the One-A-Week 
Club for about 22 years. 

The Nelson agency will hold a picnic 
and golf outing July 17, at Medinah 
Country Club near Chicago as a part of 
the Equitable’s celebration of its 75th 
anniversary. Throughout the country 
the next day general agencies will hold 
picnics. Golf for the men and bridge 
for the ladies is planned in the morning 
by Mr. Nelson, with a luncheon fol- 
lowed by croquet, softball in which the 
ladies will contest with the men, swim- 
ming and water volley ball, and a div- 
ing exhibition by a professional swim- 
mer. There will be a reception followed 
by dinner at which prizes in the various 
contests will be awarded, and also 
awards for one-a-week, conservation 
and average sized policy, Pioneer Club 
and Trail Blazer Club qualification. 





“Why Disability Insurance is a Good 


Investment for You” cost only $2 per 
100. Order from The National Under- 
writer. 


New Agency Manager 
of Siegmund Agency 





Sidney Y. Newcomb, recently 
pointed agency manager of the W. H. 
Siegmund agency 
of Connecticut Mu- 
tual Life of Los 
Angeles, took up 
his new work this 
week. E. G. Walls, 
Jr., whom he suc- 
ceeds, will go on 
duty with the navy 
about Aug. 1. Mr. 
Newcomb has been 
with the Connecti- 
cut Mutual 15 
years. For two 
years he was a su- 
pervisor in the 
S. S. Northington 
agency. He isa C. L. U. 
sistently been among the leading 
ducers of the company. 





Ss. Y¥. Newcomb 


and has con- 
pro- 


Mr. Walls, the retiring agency man- 
ager, went with the company following 


his graduation from Dartmouth. Com- 
pleting his training at Hartford, he was 
assigned to the C. J. Zimmerman 
agency in Chicago, and in 1940, when 
Lieut. Commander Siegmund was called 
to duty, he went to Los Angeles as 
agency manager. 





Campbell Goes to Louisville 


as Assistant Manager 


C. R. Campbell, Peoria, Ill., district 
agent of John Hancock, has been pro- 
moted to assistant district manager at 
Louisville. The Peoria staff gave him 
a sendoff and J. H. McCoy, Peoria dis- 
trict manager, presented him a traveling 
bag in behalf of the group. Mr. Camp- 
bell, through his sales record, attained 
membership in the Century club and was 
leader of the district in 1941. 

Manager McCoy announced _ that 
agents of the Peoria office assisted in the 
scrap rubber drive by contacting house- 
holders and urging they contribute. In 
many instances the agents took the rub- 
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ber contributions to gasoline collection 
stations as an accommodation to house- 
holders. 


Baldwin to Corpus Christi 


J. S. Baldwin, Great National Life, 
immediate past president of the Austin 
(Tex.) Association of Life Underwriters, 
has become district manager at Cali- 
fornia-Western States Life of Corpus 
Christi, Tex. He is succeeded as Austin 
manager of Great National by Dick 
Lewis. 








McElroy Succeeds Tausche 


Edwin R. Tausche, Milwaukee mana- 
ger of Metropolitan Life since 1929, has 
been retired after 44 years of service. 
He started as an agent in 1898, was 
made manager of a Chicago district in 
1902 and after 15 years there served as 
manager in Racine, Detroit, Cincinnati, 
Philadelphia and Lansing, Mich., before 
going to Milwaukee. Home office offi- 
cials and the Milwaukee district office 
tendered him testimonial dinners on re- 
tiring. Clyde B. McElroy of Chicago 
has been transferred to Milwaukee to 
succeed Mr. Tausche. 


AGENCY NEWS 











Honor 30 Year Agent 


GREEN BAY, WIS.—About 80 em- 
ployes of the Green Bay, Manitowoc 
and Marinette offices of Metropolitan 
Life and their wives attended a dinner 
meeting arranged by Manager T. O. 
Kirkelie, at which Albert H. Stobbe, 
Green Bay agent, was honored for 30 
years of service. Everett H. Smith, 
agency supervisor from the home office, 
presented Mr. Stobbe with the service 
emblem and also addressed the agents 
on “How War Conditions Affect the 
Life Insurance Business.” O. T. Car- 
rington and J. E. Farwell, field training 
division, also attended. Ray Matzke pre- 
sented the honor guest with a gift from 
fellow agents. Mr. Kirkelie was master 
of ceremonies. 


Love Agency Gains 82% 

Sales gained 82 percent for the first 
half year compared to the same period 
last year, J. R. Love, manager of the 
central Illinois agency of New England 
Mutual Life, Peoria, reported. This is 
his first year in the post. 





Lauds Cleveland Agency's Record 


A. T. Maclean, vice-president, con- 
gratulated General Agents E. W. Snyder 
and C. E. Pejeau and members of the 
Cleveland agency of Massachusetts Mu- 


tual Life Monday on the record for the 
first six months. It reported a gain in 
insurance written, including annuities, otf 
more than 100 percent and stood sec- 
ond for business written. 

Mr. Maclean said the cumulative na- 
tional gain in business of Massachusetts 
Mutual the past half year has been 
slightly above 9 percent. He said policy 
loans are at the lowest point for sev- 
eral years and the mortality rate is de- 
cidedly favorable. 





Shepard Agency in Lead 

The W. T. Shepard agency of Lin- 
coln National Life in Los Angeles led 
all agencies of the company in paid-for 
business for June and stood second for 
the first six months. 


Rowley & Talbot Lead 


Rowley & Talbot, Newark general 
agents of Northwestern Mutual Life, led 
all agencies of the company in June for 
paid-for business. 








Edward N. Van Vliet, manager of 
Prudential’s home office ordinary agency 
in Newark, will be host to eight agents 
who qualified for a “day’s outing” in- 
cluding a baseball game at the Polo 
Grounds, New York. 


ASSOCIATIONS 











Ala. Sales Congress 
Set for July 24-25 


BIRMINGHAM, ALA.—The annual 
convention and sales congress of the 
Alabama Association of Life Underwrit- 
ers will be held at the Tutwiler Hotel in 
Birmingham July 24-25, President H. 
Martin Nunnelley announces. Attend- 
ance of more than 300 is expected. 

Speakers are: John A. Witherspoon, 
president of the National Association of 
Life Underwriters; W. H. Andrews, ce 
Jefferson Standard, Greensboro, N. C. 
trustee of the National association ce 
candidate for secretary; C. Vivian An- 
derson, Provident Mutual Life, Cincin- 
nati, former National association presi- 
dent; Sis Hoffman, Cincinnati, leading 
agent of Union Central Life and only 
woman life member of the Million Dol- 
lar Round Table; Hampton H. Irwin, 
educational director of Massachusetts 
Mutual Life; W. A. Lonsford, assistant 
manager industrial agency department 
Commonwealth Life and former presi- 
dent of the Birmingham association; 
Don Mason, New York, field instructor 
of Equitable Society, and John P. Wil- 
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liams, educational director American 
College of Life Underwriters. 

The convention will open with a busi- 
ness session of the state council. Re- 
ports will be received from the war bond 
committee, J. Orlando Ogle, chairman; 
the committee on a proposed Leaders 
Round Table, J. D. Parker, chairman, 
and from the nominating committee, 
Thomas J. Huey, chairman. 

The Alabama association has doubled 
its membership the past year under 
President Nunnelley’s administration. 
This percentage of increase exceeds that 
of any other state association. Two new 
local associations were established at 
Anniston and Gadsden. 


Name Committee Chairmen 
in Chicago Association 


Committees have been appointed by 
President J. H. Brennan of the Chicago 
Association of Life Underwriters. The 
chairmen are: 

Advertising, public relations and pub- 
licity, F. W. Gould, New England Mu- 
tual; advisory council, Louis Behr, 
Equitable Society; bulletin, Lorraine 
Sinton, Mutual Benefit: business prac- 
tices, H. K. Nickell, Connecticut Gen- 
eral; by-laws, J. I. Fredrickson, New 
York Life; community fund, E. M. 
Berger, Prudential; cooperation with 
attorneys, credit men, C.P.A., chamber 
of commerce and trust companies, A. R. 
Houle, Massachusetts Mutual; Decem- 
ber meeting, P. J. McNamara, Metro- 
politan. 

Educational, James Ramsey, Mutual 
3enefit; finance, G. L. Grimm, New 
England Mutual; legislation, Marc A. 
Law, National Life of Vermont; library, 
Richard Frasier, Great-West Life; re- 
gional meetings, J. M. Caffrey, John 
Hancock; membership, R. R. Reno, Jr., 
Equitable Society; movie, H. N. Kerr, 
Travelers; music and entertainment, Earl 
Juers, State Mutual; program and sales 
forum, G. T. Vermillion, Mutual Life 
of New York; reception, J. Ed. Carnal, 
Occidental Life of California; sales 
congress, J. M. Royer, Penn Mutual; 
speakers bureau, Elmer Grandson, 
Union Central; war activities, George 
Huth, Provident Mutual. 


Connecticut Association Is 
Sponsoring a School 


A life insurance school, sponsored by 
the Connecticut State Association of 
Life Underwriters, will be held the 
weeks of Aug. 3 and 10 at University of 
Connecticut, Storrs, Conn. A course in 
fundamentals will be offered the first 
week and an advanced course the second 
week.- The courses have been carefully 
worked out with the cooperation of Dean 
Laurence J. Ackerman of the school of 
business administration, who is in charge 
of registration. 

Certificates of completion will be given 
jointly by the university and the state 
association. The $10 registration fee will 
be included in full in the $30 tuition fee, 
which covers room, board, books and 
tuition for one week. Evening meetings 
may be held by companies or general 
agents if desired. 

N. 7. Hartshorn, 

Connecticut 


Metropolitan, 
Hartford, is association 
president. 


Schnell Calls Chicago Meeting 

Frederick A. Schnell, general agent 
Penn Mutual, who is president of the 
Illinois Association of Life Underwriters 
and past president of the Peoria associa- 
tion, will conduct his first state directors 
meeting July 18 in Chicago. Standing 
committees for the year will be ap- 
pointed, plans for the coming year out- 
lined and other pending business dis- 
cussed, 





Williams Elected in Richmond 

The people must be prepared for 
greatly increased taxation, Governor 
Darden of Virginia said in his talk at the 
annual meeting of the Richmond Associ- 
ation of Life Underwriters. They face 
the necessity of purchasing more war 


FteNATIONAL UNDERWRITER 


July 17, 1942 








bonds and will have less in the way of 
peace time services because of loss of 
personnel. 

Daniel L. Williams was elected presi- 
dent of the association; R. M. Frazer, 
first vice-president; W. R. Gardner, sec- 
ond vice-president; D. S. Perry, secre- 
tary-treasurer, and Spiller Hicks, C. T. 
Scott, J. R. Nolly and R. P. Quarles, 
directors. 


Port Arthur, Tex.—Maj. L. L. Rupert, 
Beaumont, Tex., spoke on the phases of 
the social security law and the measure 
of protection which it provides. A cam- 
paign for more members, based on qual- 
ity rather than numbers, was announced. 
Tex.—At the ffirst regular 
luncheon meeting under the newly 
elected officers, President E. D. Nolen 
suggested that because of time and 
transportation problem the programs be 
developed with the thought of utilizing 
local talent rather than calling upon 
company representatives, which was ap- 
proved. 

Southeastern Nebraska—M. E. Martin 
of Nebraska City has been elected presi- 
dent; S. B. Parker, Nebraska City, vice- 
president; C. R. Jones, Peru, secretary- 
treasurer; Roy Dunn, Falls City, national 
councilor. Guest speakers were President 
L. W. Hummel and Secretary Ben Gadd 
of the state association, both of Lincoln. 

Boston—A capacity war bond luncheon 
meeting sponsored by the Boston asso- 
ciation in cooperation with the treasury 
department, went “all out” in an effort 
to have more employers install salary 
allotment plans and to bring the par- 
ticipation to over 90 percent. 

John L. Sullivan, assistant secretary of 
the treasury, outlined the necessity of 
an immediate “all out’ drive for more 
than 90 percent participation in the war 
bond salary allotment plan with a mini- 
mum of 10 percent deduction. He pointed 
out that this is the only way the gov- 
ernment can secure a steady flow of 
revenue. Any other plans such as spas- 
modic daily war bond ballyhoo in one 
square today and another square tomor- 
row, while good, are not what the gov- 
ernment needs. 

Lester von Thurn, chairman of the 
underwriters war bond committee, pre- 
sided and introduced the governor and 
Daniel J. Doherty, state administrator 
of war savings bonds. 

Joliet, I11—W. D. Kouns, Western & 
Southern, was elected president. The 
vice-president is Charles Hanson, Alli- 
ance Life, and secretary-treasurer, Ernest 
Green, Metropolitan. 

Kankakee, Ill.— New officers elected 
are: President, Lawrence Wade, Mutual 
Trust Life; vice-president, Harold A. 
Lueth, General American, secretary- 
treasurer, Louise Mercier, Union Central, 
and national committeeman, William 
Lockwood, Travelers. 

Northern New Jersey—New officers and 
executive committeemen met to formu- 
late plans for the 1942-1943 season. 
John A. Ramsay, Connecticut Mutual, in- 
coming president, presided. 

Toronto—The annual golf tournament 
has been cancelled. In lieu, contribu- 
tions totaling $117 were made to the To- 
ronto “Evening Telegram’s” British War 
Victims’ Fund. 

Windsor, Ont.—S. B. Pelton, manager 
Canada Life, has been elected president. 

Manchester, N. H.—New officers are: 
President, Abraham Shoul, Union Cen- 
tral Life; vice-presidents, J. G. D. LeBel, 
Metropolitan Life, and Francis B. Hill, 
Mutual Life of New York; secretary, 
Kenneth W. Davis, Massachusetts Mu- 
tual; treasurer, Bernard H. Dunlevy, Mu- 
tual Trust; national committeeman, Guy 
L. Foster, John Hancock. 





Austin, 


Standard Life Gets Bond Flag 





Standard Life of Pittsburgh was 
presented with a “Minute Man” flag 
for 100 percent participation by the 


officers and employes in the purchase 
of war bonds through the payroll de- 
duction plan. Lieut. Col. E. T. Fell 
presented the flag which was received 
by President John C. Hill. 


Seek Prudential Union Vote 


NEWARK—Officials of Local 15 of 
the Industrial Insurance Agents branch 
of the United Offices & Professional 
Workers (CIO) have announced that a 
petition is now before the National La- 
bor Relations Board for a_ state-wide 
election in New Jersey among Pruden- 
tial employes. 


AGENCY MANAGEMENT 





Wartime Production 
Problem Viewed 


SAN ANTONIO—Current sources of 
business and the prevention and elimina- 
tion of the effects of war hysteria were 
discussed before the San Antonio Life 
Managers Club. R. W. Sinz, Retail 
Credit Company, presented the results 
of an analysis of 250 applicants inspected 
during the preceding week. More busi- 
ness is coming from labor groups than 
from any other one source. This group 
accounted for 36 percent of the appli- 
cants; professional applicants totaled 16 
percent; clerks 24 percent; business men 
13 percent, and farmers 12 percent. 
There has been a marked increase in the 
number of women buyers as there is a 
greater number employed. The size of 
the policies showed an average of $5,000 
or more for eight percent of the appli- 
cations, and the others were for $2,000 
each or less. 

Starkey Duncan, John Hancock Mu- 
tual Life, led a round table discussion 
of war hysteria, reviewing briefly what 
has happened in England and Canada. 
Mr. Duncan stressed the fact that with 
all the suffering England has endured 
and the strain which has been put upon 
Canada the people of these countries are 
still buying life insurance. He empha- 
sized the need for harder and more 
intelligent work and a study of the 
future. 


War Clause Not a Factor 


W. A. Gamble, California-Western 
States Life, reported a negligible mental 
disturbance over the war clause and 
problems presented by war among 
agents. 

Balie T. Cantrell, supervisor Califor- 
nia-Western States, Houston, stressed 
the need for keeping salesmen so busy 
selling that they will not have time to 
develop hysteria and go into a slump. 

Paul C. Creamer, Southwestern Life, 
stated that the main problem is with 
men who know how to sell life insur- 
ance but who are unwilling to adjust 
themselves to the new prospecting meth- 
ods which are now essential if the agent 
is to follow the dollar. He was joined 
in this view by Matthew Brown, Gen- 
eral American Life, who said that he 
has gone out with men and tried to 
prove to them that the problem is 
within, 

Mr. Gamble pointed to the value of 
new men, citing a case of a man who 
without previous experience went out 
and in 90 days wrote 30 policies for 
$85,000 business. He stressed the im- 
portance of keeping men “hot,” stating 
that when an agent has just sold a 
policy, even though it is for $1,000, he 
is in a happy frame of mind and ready 
to sell another prospect. : 

Mr. Duncan commented that the hin- 
drance to selling now is largely a mental 
block in the agent’s own mind. ; 

Ronald Vincent, Travelers, asks his 
men to submit lists of the 10 best pros- 
pects. It is essential that the manager 
be prospect conscious, he stated. 


Moore is Portland Director 

J. A. Moore, Sun Life of Canada, has 
been named a director of the Life Mana- 
gers Association of Portland, Ore., to 
fill the unexpired term of C. F. Merri- 
field, who is now a lieutenant in the 
coast guard. The association is holding 
its annual golf party July 17. 


Present Day Market Discussed 


LOS ANGELES—The Life Super- 
visors Association of L Angeles dis- 
cussed the outlook for life insurance 


from the standpoint of the man in the 


field. Franklin R. Amthor, supervisor 
of agents training Equitable Society, 


who spoke, stressed the thought that 
the agent has to adjust his methods to 
meet today’s conditions and he must 


contact classes of prospects he hereto- 
fore has not solicited. To be successful 
today the agent must contact the defense 
worker and lessen his efforts among the 
persons in the higher income brackets. 

Varied views were expressed in the 
discussion, some holding that the big 
producer can not afford to reach out for 
the small policies. However, the con- 
census of opinion was in agreement with 
Mr. Amthor. 


Buckner Named President 
of Memphis Managers 


W..T. Buckner, agency director of 
New York Life, retiring president of the 
Tennessee Life 
Underwriters A s - 
sociation, has been 
elected president of 
the Memphis Life 
Managers Associa- 
tion, succeeding A. 
V. Pritchartt, Con- 
necticut Mutual 
Life. Other officers 
elected are: W. L. 
Knight, National 
Life & Accident, 
vice-president; Sid- 
ney Genette, secre- 
tary-treasurer; E. , 
R. Caldwell, Pru. “* ™ 
dential; Clyde R. Welman, National Life, 
Vermont, and L. C. Callow, Great Amer- 
ican Life, directors. 





Buckner 


Dugdale Baltimore Speaker 


_ BALTIMORE—The quarterly meet- 
ing of the General Agents & Managers 
Round Table of Baltimore will be held 
July 24 at the Elkridge Club. There will 
be a golf match in the afternoon, the 
meeting commencing with dinner at 
6:30. The speaker will be H. Kirkus 








You were to say 
to your prospects— 


“Mr 
calendar 


Jones, I can turn the 
back—give you pro- 
tection at a rate you could have 
had on an ordinary policy when 


you were 15 years younger’— 


Would they listen ? 


Central Life men are finding 
that not only will the majority 
listen, they’ll also buy— 


Because as far as rates go, 
Central Life men can turn the 
back with Central 


Life’s new, exclusive— 


TRIPLE PROTECTION POLICY! 


We shall be glad to give the 
details about this unique policy 


calendar 


to insurance men interested in 
agency opportunities with a 
37-year-old company. Write 
to— 


Alfred MacArthur, President 


CENTRAL LIFE 














_—— Insurance Company of Illinois —— 
211 West Wacker Drive, Chicago, III. 
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Dugdale, prominent Baltimore adver- Reid, Toronto, secretary; R. H. Small, 
tising agency executive. James P. RE R FR Toronto, treasurer. The 1943 convention 


Graham, Jr., Aetna Life, is president of 
the round table. 
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Hoosier Farm Bureau Life—In the 
paid for 
with 
year 











$2,137,971 of business compared 
$1,788,408 in the same period a 
ago, an increase of 19.5 percent. 

Jefferson Standard Life—New sales 
in the first six months totaled $24,000,- 
000, bringing insurance in force to $461,- 
000,000, a gain of more than $25,000,- 
000 in the past 12 months. Lapses 
continue to decrease substantially and 
renewals improve. The Greensboro 
agency is leader for the first half of 
1942, with J. T. Comer, Gastonia, N. C., 
high agent. 

Equitable of Iowa—In June paid for 
business, including annuities, totaled $4,- 
892,548, giving the company a gain for 
the first six months. June production in- 
creased the company’s insurance in force 
by $2,073,570 to a total of $626,913,310. 

Business Men’s Assurance—Produc- 
tion for the first six months is 16.1 per- 
cent ahead of 1941. June was the 17th 
consecutive month of increases. 

Ellis & Blohm, Provident Mutual 
Agency, Cincinnati— Has attained 122 
percent of the six months’ quota alloted 
to the agency and is 48 percent ahead of 
a year ago for the first six months in 
1941. C. Vivian Anderson of the agency 
is the leading company producer for the 
first six months. 








Start Survey in Chicago 


H. G. Walter, new president of the 
Chicago Chapter of C. L. U. has started 
a survey of agencies there to determine 
how many persons have passed one or 
more parts of the C. L. U. examination 
and plan to continue the studies next 
year, also how many will start the C. 

U. review work. A questionnaire for 
this purpose was prepared by Ira N. 
Nochumson, Metropolitan, educational 
chairman, and R. R. Reno, Jr., Equitable 
Society, agency committee chairman. 
The review courses will start in October 


at Northwestern University school of 
commerce. 

Comniittee chairmen appointed are: 
Agency, Mr. Reno; educational, Mr. 
Nochumson; attendance and reception, 
R. J. Murphy; fall party, E. S. Hewitt; 
membership, R. Schultz; program, 


G. H. Gruendel; publicity, C. E. Smith, 





Correction in Net Cost Table 


In the article in the July 10 edition 
pointing out the difference in life insur- 
ance net cost in 1917 at the time of the 
last war and today, an error was made 
in giving the figure for National Life of 
Vermont. In the tabulation showing 10 
year actual history, net cost in 1942 
for National Life was that of its 20-pay- 
ment life form rather than for ordinary 
life and the correct figure should be 
$6.32 instead of $4.79. 
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A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 
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Ritual Still Is Effective 
in Drawing Attendance 


A return to the ritual if modern meth- 
ods fail to stir up sufficient interest in 
local lodge programs, was recommended 
by Albert H. Laub, secretary Woodmen 
of the World, Denver, in a statement dis- 
seminated by the National Fraternal 
Congress this week as a part of its pub- 
lic relations program. Centralizing of 
interest on well conducted ritual service 
never fails to promote activity, he said. 

No form of entertainment, however 
good, can serve long as a substitute for 
the rudimentary necessity which is the 
very foundation of the lodge system. In- 
creased lodge attendance is the objec- 
tive, and to this end local officers and 
others who take active part in programs 
should be carefully organized. 

Mr. Laub said fraternal societies by 
and large have become dilatory in execu- 
tion of the ritual initiation service. 
Beauty, accuracy and charm of a drill 
team lie in the uniformity and precision 
of its movements. Drill teams can play 
an important role in ritualistic ceremo- 
nies. Some local lodges must depend 
upon the drill team for a quorum. 

Each lodge should have a committee 
charged with planning program. 


Miller and Holston Take 
Charge of Field Work 


R. E. Miller, national treasurer of 
Woodmen of the World, Omaha, has 
been named field manager following the 
retirement of Orson Stiles. 

Sterling C. Holston, former Nebras- 
kan, who now is national escort and for- 
merly was California state manager of 
the society, becomes assistant field man- 
ager. 

Mr. Miller is a former resident of Dal- 
las. He was Texas state manager for 
many years, and is past president of the 
Texas Fraternal Congress. In 1938 he 
was called to Omaha as national promo- 
tion director. He was appointed treas- 
urer in April, 1941. 

Mr. Holston started with W. O. W. as 
a field man in Indiana and later was 
transferred to West Virginia as assistant 
state manager. He was promoted to 
state manager and then sent to Califor- 
nia in the same position. He was elected 
a director in 1937, as national sentry, and 
has been promoted twice. He was presi- 
dent of the California Fraternal Con- 
gress last year. 








Woman’s Benefit to Meet 
in Chicago July 21 


Woman’s Benefit has decided not to 
open its Lake Huron camp this season, 
but instead to hold a supreme conven- 
tion at Chicago July 21. Headquarters 
will be the Hotel Morrison. It was 
found impossible to charter busses to 
the Lake Huron camp and due to the 


gasoline and rubber conservation pro- 
gram no other satisfactory transporta- 
tion arrangment could be made. Many 
state field directors as well as head 
office officials will attend. The contin- 
gent of executives from Port Huron, 
Mich., will be headed by Bina West 
Miller, head of the society. 





Lutheran Brotherhood Has 
Revised Dividend Scale 


Lutheran Brotherhood is bringing out 
a new dividend manual which is effective 
as of July 1. Some readjustment of 
dividends has been made to compensate 
for the increasingly lower interest factor. 

Estimated dividends will be shown for 
a period of 20 years, as in the past. A 
new section was incorporated in which 
a separate page is given for each age 
and dividends and dividend accumula- 
tions for that age on each of a number 
of policies are shown. Premium rates, 
refund annuity income (male and fe- 
male) at ages 60 and 65, 20-year net cost 
figures, paid up values, and_ tables 
showing rates of income under various 
settlement options are included. 

Lutheran Brotherhood shows 12.87 
percent increase in business for June and 
25 percent for the first six months over 
the corresponding periods of last year 
on a paid for basis. The six-month total 
was $4,950,001, a gain of $564,393, and 
June total was $883,252. 





Tranmel Heads Society 


Orville Tranmel, Duluth, was elected 
head of Scandinavian American Fra- 
ternity at the annual convention in Du- 
luth. N. J. Williams, president Equitable 
Reserve and _ vice-president National 
Fraternal Congress, and Walter C. Be- 
low, president Fidelity Life, were speak- 
ers at a banquet. Other officers are: 
Secretary Elmer Anderson, Eau Claire, 
Wis., and treasurer Dr. G. O. Sweum, 
Eau Claire, both reelected. 





Six Months Total Rises 


Twenty-nine general agencies of Aid 
Association for Lutherans in June had 
total production of $1,639,341, compared 
to $1,715,704 in June, 1941, but the six- 
month production this year was $11,702,- 
924 as against $10,060,840 in the same 
period last year. The average sized pol- 
icy in the adult department last month 
was $1,277 and in the junior department 
$830. Of the total $542,107 was junior 
business. W. C. Birk of Wisconsin and 
P. E. Wagner of Missouri tied for first 
place in personal production with $42,500 
each. 





Grand Orange Lodge Elects 


L. Ashmore Kidd, Kingston, Ont., was 
elected head of Grand Orange Lodge of 
3ritish America at the annual meeting 
at Toronto. Dr. J. J. Williams, Toronto, 
was named deputy grand master; L. H. 
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Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1942, 
camps, 
$354,739,493; admitted assets, $84,273,554, and claims paid, $116,399,691. 

This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. This pinciple was firmly planted 
by its founders and has been a guiding light for 47 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of camp 
activities, financial aid from its fraternal fund for needy members and 
benefits of the Royal Neighbor Home to worthy members, 


Protection and Fraternalism is a principle that is diligently guarded by 
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BRINGS PROGRESS— 


5,967; insurance in force, 
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will be held in Montreal. 





Pine Heads Fraternal 


Harry A. Pine, attorney of the depart- 
ment of revenue and finance of Newark, 
was elected grand master of Order Sons 
of Zion of New York City. He succeeds 
Harry Grayer, New York. A. A. Redel- 
heim, Brooklyn, was named first deputy 
grand master; H. Z. Quittman, New 
York, secretary and Jacob Ish-Kishor, 
New York, treasurer. 


Shabatura Society President 


W. O. Shabatura was elected president 
of the Ukrainian National Aid of Pitts- 
burgh. He formerly was financial secre- 
tary and treasurer, which post was filled 
by electing Michael Dutewich. Steven 
Fik was named secretary. 


C.O.F. Ceremony July 19 


A military and patriotic program will 
take place in the Morrison hotel, Chi- 
cago, Sunday afternoon, July 19, when 
the Treasury is to present to Catholic 
Order of Foresters a citation and “Min- 
ute Man” flag attesting more than 90 
percent participation by employes in the 
purchase of war bonds. 








Modern Woodmen Increase 


Modern Woodmen had $957,672 new 
adult business in June and $645,000 
junior business. The total for the year 
is $11,811,687, made up of $6,902,187 
adult and $4,909,500 junior. 





Lee Succeeds Nelson 


Ira F. Nelson, underwriting depart- 
ment and office manager of North Star 
Benefit, Moline, Ill., since January, 1941, 
has resigned. Harry A. Lee, formerly 
assistant secretary of Pathfinder Life at 
the home office at Grand Island, Neb., 
was employed to assume Mr, Nelson’s 
duties. 





New Juvenile Forms Adopted 


At the triennial convention of the 
Order of Scottish Clans in Cleveland 
new juvenile certificates were adopted, 
The matter of the war clause was left 
to the discretion of the executive coun- 
cil. The royal officers were reelected, 
A. O. MeNight of Duluth is royal chief, 





W. F. Gilroy, state manager of Mod. 
ern Woodmen in California, and his wife 
celebrated their golden wedding anni- 
versary this month. 








Mutual Benefit Life’s home office in 
Newark has organized a fire brigade 
which has a complete mobile unit for 
fire-fighting. 
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“LET 
FREEDOM 
RING”’ 

... | hroughout 
All Time! 





SINCE its very origin, life insur- 
ance has been steadfastly “of, by 
and for the people.” It has 
pledged itself to continue this 
democratic course throughout all 
time. 


FIDELITY LIFEFASSOCIATION 
OF FULTON, ILLINOIS 
* Legal Reserve Life Insurance 


*For More than 46 years a vigilant 
champion of American Ideals. 
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Provident Extends 


Auto Policies to 
Cover All Travel 


To counteract the cancellations of au- 
tomobile accident policies, which have 
become increasingly frequent of late, 
Provident Life & Accident has extended 
the coverage granted ander those poli- 
cies to include protection against acci- 
dents occurring on the principal types of 
public transportation, including regularly 
Lcased passenger carrying airplanes, 
without additional premium. It is stipu- 
lated that the extended coverage, effec- 
tive with August renewals, is only for 
the year covered by the renewal. A 
similar endorsement will be added to 
new automobile accident policies writ- 
ten hereafter. 

With the greatly decreased use of au- 
tomobiles, auto owners are now using 
other forms of transportation and it is 
felt that they should be covered in the 
course of that transportation, which re- 


places that for which the policy was 
originally taken out. 

The Provident has four forms to 
which the extension will apply. The 


medical expense coverage provided in 
its policies is on an allocated basis. 


Set Up Depository 
for A. & H. War Pool 


Invitations to participate in the war 
injury policy pool, sponsored by the 
Health & Accident Underwriters Con- 
ference, have been sent to over 200 ac- 
cident companies by the war policy com- 
mittee headed by C. O. Pauley, secretary 
Great Northern Life. 

The invitation, which must be ac- 
cepted by or before July 22, includes a 
copy of the civilian war injury policy 
which already has the approval of most 
of the states, samples of the application 
and receipt forms, which all companies 
will be required to use, and a specimen 
copy of the reinsurance agreement which 
will control the mechanics of the man- 
agement of the plan and describe the 
allocation of the risk. 

Final Approval of Forms 

At a meeting of the committee in Chi- 
cago last week final approval was given 
all the forms and a depository arrange- 
ment was made with the Harris Trust 
& Savings Bank, Chicago, which will 
receive and disburse the funds of the 
pool under the terms of the reinsurance 
agreement in a manner which is ex- 
pected to be entirely satisfactory to all 
Participating companies. 

The committee stressed the impor- 
tance of prompt dec cisions on the part of 
the companies receiving invitations. It 
was pointed out that the speed with 
which the pool is completed will deter- 
mine the date on which the policy can 
be offered to the public. The potential 
number of companies which will elect 
to enter the pvol will probably exceed 
advance predictions, according to Harold 

Gordon, conference executive secre- 
tary. Mr. Gordon explained that in- 
‘quiries, prompted by widespread news- 
paper publicity, have been reaching his 
office daily and that many companies 
have expressed a keen interest in this 
cooperative endeavor. 


Innovation in A. & H. Field 


Pooling of the risk assumed among 
‘many companies is not a new principle 
in the insurance business, although the 
‘exact plan as contemplated for the 
civilian war injury hazard has never 
been attempted in the accident field pre- 
viously. According to C. O. Pauley, 
chairman, the key to the success of this 
pool plan depends upon the spreading of 
this risk through a large number of 
‘companies rather than a few companies 


of large size. For example, Mr. Pauley 
explained, three or four of the largest 
accident companies forming a pool could 
not obtain the spread of risk and the 
division of the risk in each policy as ad- 
vantageously as 75 to 100 companies 
could, even though they are smaller in 
size than the first group. 

The committee in an explanatory let- 
ter addressed to the companies explain- 
ing the full arrangement said: “The 
pool will be divided into 1,000 units, each 
of $5 principal sum and 50 cents medi- 
cal expense. Each company is permitted 
to subscribe for a minimum of one unit 
and a maximum of 50 units. The com- 
mittee reserves the right to reduce the 
number of units assigned to any com- 
pany. The number of units assigned 
will be based upon the territory in w vhich 
the company is licensed, the amount of 
its surplus funds, and its accident and 
health premium income. The participa- 
tion in the pool by each company will be 
based upon the number of units assigned 
to it, and will have no relation whatso- 
ever to the number of policies written 
by the individual company. Each par- 
ticipating company is expected to write 
as many of these policies as possible so 
that the field may be thoroughly cov- 
ered. 

“There will be no underwriting re- 
strictions except as to military or naval 
service. The policy may be issued to 
all civilians regardless of age, occupa- 
tion, or physical condition.” 
MINNESOTA APPROVES FORM 

ST. PAUL—The Minnesota depart- 
ment has approved the new civilian war 
injury policy sponsored by the Health 
& Accident Underwriters Conference. 


Security Mutual 
Liberalizes Policy 


Liberalization of its hospital expense 
policy is announced by the Security 
Mutual Life, Binghamton, N. Y. 

Daily hospital benefits will hereafter 
be allowed at the rate purchased, in- 
stead of being limited to the expense 
actually incurred. The policy is made 
incontestable as to the time of origin 
of sickness causing loss, beginning after 
two years from the contract’s effective 
date. In addition, fixed limits of $10 
for operating room charges and $10 for 
X-ray examinations have been shelved 
in favor of an aggregate $20 limit for 
operating room, x-ray, anesthesia, lab- 
oratory and ambulance service, this 
liberalization, however, not to apply to 
cases of pregnancy, childbirth or mis- 
carriage, 

Women may now purchase as much 
hospitalization indemnity as their hus- 
bands, the maximum now being $5 per 
day as opposed to a former limit, for 
women, of $4 per day. For the wife 
to obtain the $5 coverage, the husband 
must carry a_ hospitalization policy 
calling for the same indemnity. 

In instances in which the husband 
does not carry $5 a day hospitalization 
coverage, the wife may purchase up to 
$4 a day indemnity, including maternity 
benefits, provided that the husband 
owns any form of Security Mutual acci- 
dent and health contract on which the 
premium equals or exceeds the prem- 
ium paid by the wife. 

Calling attention to the 
E. A. Hauschild, accident and health 
department manager, pointed out that 
“the history of hospitalization insurance 
has been one of experimentation. Prem- 
iums have been increased and coverage 


changes, 


restricted time after time. Security 
Mutual is therefore especially pleased 
to be able to liberalize, rather than re- 


duce benefits.” 


Danziger Named in San Antonio 


Sol Danziger, who has been a success- 
ful personal producer in the health and 
accident field in San Antonio, has been 


appointed general agent there for the 
accident and health department of 
Franklin Life, with offices in the Insur- 
ance building. 


New Hospitalization 
Plan Is Offered in N. J. 


NEWARK—A new non-profit hos- 
pitalization plan to provide medical and 
surgical services to subscribers, while 
allowing them to choose their own phy- 
sicians, is being offered through the 
facilities of the Hospital Service Plan 
of New Jersey. It has been approved 
by the Medical Society of New Jersey 
and is under the supervision of the 
state insurance department. 

Scheduled benefits up to $150 for 
medical and surgical care in semi-pri- 
vate accommodations of any approved 
general hospital in the state are pro- 
vided under the plan for specified illnesses 
that require hospitalization. Surgical 
benefits are available regardless of the 
number of hospital admissions required 
in the contract year and medical benefits 
are allowed in cases requiring more than 
three days’ hospitalization, provided that 
21 days have not been used in a con- 
tract year. 

An individual subscriber pays 75 cents 
monthly and subscriptions covering all 
members of the family, regardless of 
the number of children, cost $2 monthly. 

Enrollment will be available in each 
county where at least 51 percent of 
the licensed physicians have agreed to 
participate. More than half the phy- 
sicians in the state have approved the 
plan but the required proportion has 
been met to date in only nine of the 21 
counties. 


A. & H. Kit Is Improved 


A new and improved edition of the 
United States Life’s A. & H. working 
kit has been released. The company 
placed emphasis on “workability” and 
simplified its contents to bring about a 
more convenient and efficient presenta- 
tion of policies and related material. 
Through the use of a pocket arrange- 
ment and preceding page devoted to 
an analysis of coverages each policy is 
presented as an individual unit. The 
pocket of each unit contains a miniature 
specimen policy, application and related 
sales literature. 

In addition to a resume of the A. & H. 
portfolio the kit contains a series of 
practical A. & H. selling talks on the 
various policies as well as a supply of 
blank memo sheets. The kit can be kept 
up to date at all times. New material 
produced will be forwarded to the field 
“slot punched” along the binding edge 
for insertion into the plastic binding. 
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Negro Insurance Companies 
Are Urged to Support 
the Negro Publications 


At the National Negro Insurance 
Association annual meeting at Birming- 
ham, it was decided to hold the 1943 
convention in Chicago, the time being 
left for decision by the executive com- 
mittee. 

A. T. Spaulding, president of the 
association, in his talk stated that mem- 
ber companies now, as never before, 
must recognize a ‘fuller. measure of 
cooperation with the Negro press. He 
stated that the Negro press has fought 
the battles of the race in every field 
of the industry. He intimated that the 
business people of the race are responsi- 
ble if the newspapers are forced to carry 
advertising of questionable merit. 

The Negro insurance federal bond 
committee announced that since the last 
meeting Negro companies, officers and 
employes have purchased more than 
$2,000,000 in federal securities. 

Miss Mamie Hickerson, Supreme Lib- 
erty Life of Chicago, statistician of the 
association, reported that the total 
annual income of members last year was 
$21,417,616, assets $32,309,668, insurance 
in force $421,251,112, total paid for em- 
ployment purposes more than $6,500,000. 

The convention unanimously  con- 
demned the attacks of Westbrook Peg- 
ler, well known columnist and syndicate 
writer, on the Negro press as being 

“unfounded, unfair and inspired by anti- 
racial motives.” 


Ask General Agents 
for Personal Production 


NEW YORK—One life company has 
advised its general agents to discontinue 
their recruiting endeavors and go out in 
the field and get personal production so 
that they will have money to finance re- 
cruiting when the war is over. 


Gas Rationing’s Effect 
on New Business Effort 


Since gas rationing has been prevalent 
in the east, life companies have noticed 
the effect on their business. Production 
is down. This is true particularly in 
rural territory where a car is almost 
necessary to get around conveniently. 
Many agents are using the telephone 
as far as they can and making arrange- 
ments for people to see them in their 
own offices. As quickly as possible they 
are adapting themselves to the new con- 
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Mortgage Cancellation — Bank Loan Plans 


Write Agency Department. 
For Complete Details 
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Everyone Likes "Insurance That Is Different" 


Policy holders enjoy the advantages of ''Perfect Protection''—Occidental's exclusive 
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Sales Ideas and Suggestions 








Appointments By Phone and 
Service Approach Effective 


ANSING, MICH.—A _ successful 
seiko of making appointments for in- 
terviews over the telephone was ex- 
plained by Russell H. Moore, Lansing 
agent Ohio National Life, before the 
annual state convention here of Colum- 
bus Mutual Life. After introducing 
himself and his company, Mr. Moore 
commented: 

“I assume you own some life insur- 
ance. Probably no one has sat down 
with you recently to go over the several 
privileges and advantages that your pol- 
icies contain. When would it be con- 
venient, sometime during the day or 
evening, to go over your policies with 
you and help you to become more fa- 
miliar with the benefits they provide?” 

Often interviews are arranged at this 
point but if objections are raised, one 
or more additional questions are asked 
by Mr. Moore which almost invariably 
clinch an interview. They are, in their 
most effective order: 


Other Questions to Ask 


“Do you know the pension power of 
your life insurance? 

“Have you coordinated your life in- 
surance with your social security? Do 
you know just what total benefits you 
and your family will receive at age 65 
and what benefits your family will re- 
ceive if you die before 65? 

“Do you have a life insurance will? 
That is a service you are paying for in 
your present policies and if you have 
not made use of this service you are 
not getting full return on your invest- 
ment. 

“Are you familiar with the ‘rainy day 


provisions’ of your policies? 

“Are you familiar with the money 
management provisions of your life in- 
surance? This is another service you 
are paying for.” 

The subsequent interview, Mr. Moore 
said, should center around the prospect’s 
own policies and if he does not have 
one available a typical form should be 
produced from the agent’s own briefcase. 


All Contracts Valuable 


The agent should impress the prospect 
with the fact that the prospect’s policies 
are immensely valuable no matter what 
their plan. It should be pointed out 
that there is no ideal policy to fit all 
conditions and that no legal reserve com- 
pany’s policy is “bad or unfavorable” 
because state laws and company prac- 
tices safeguard values. Good points to 
turn to, Mr. Moore said, are: Options 
of settlement, to be fully explained; in- 
come options, noting the pension possi- 
bilities, particularly when coordinated 
with social security, explaining also the 
flexibility of the income option to fit 
conditions and perhaps fill the gap be- 
fore attainment of social security bene- 
fit age; non-forfeiture values; disability 
premium waiver clause, perhaps along 
with automatic premium loan explana- 
tion. 

As the prospect becomes enthused 
regarding the heretofore unrealized 
values of his insurance, Mr. Moore said, 
he becomes anxious, in most cases, to 
add to his insurance investment and the 
agent has made his sales opportunity 
through service. 





Penn Mutual's Prospect 
Bureau an Effective Help 





PHILADELPHIA — Experience of 
Penn Mutual Life with respect to leads 
supplied to agents is that 80 per cent 
of all such leads are followed up and 
reported on, according to Miss Mary A. 
Murray, who is manager of the home 
office prospect bureau. She says that 
the percentage would doubtless be much 
higher if it also included prospects fol- 
lowed up but not reported on. It is not 
surprising that agents are willing to do 
their part, for one out of every six leads 
results in a sale. 

Sources of leads which Miss Murray’s 
office sends out include magazine and 
newspaper items, policyholders, business 
trends and the like. For example the 
bureau, by watching business trends, 
was able to spot the markets where in- 
dustrial labor is spending its increased 
wages. 


Analyzes Agents’ Production 


Not only does the prospect bureau 
supply information of value in the way 
of actual leads but it analyzes agents’ 
individual production records. Some- 
times it is found that the agent is put- 
ting in too much of his time in fields or 
income groups that do not reward his 
efforts as well as others in which he is 
just as well qualified or at least should 
try to operate. As a result of such an 
analysis one agent raised his average 
policy from $2,800 to $7,300. He had 
realized the importance of capitalizing 
on his better contacts and not wasting 
so much time with the inferior ones, 
but didn’t know just how or what to do 


about it until his individual solution was 
found. 

The bureau is in a better position than 
the agent himself to analyze the situa- 
tion for it is entirely objective and not 
influenced by wishful thinking. An 
agent may be letting himself be influ- 
enced by dislikes or preferences which 
are far more costly to him than he real- 
izes. For example, one agent was afraid 
to tackle prospects who were older than 
himself. The prospect bureau’s analysis 
showed him clearly that this foible was 
costing him money and that he had bet- 
ter force himself to see older and more 
prosperous prospects with whom he had 
good contacts. The bureau then worked 
with him—giving him for a definite pe- 
riod only older prospects. 


Data on Present Clients 


The prospect bureau’s leads are by 
no means confined to new names. Some- 
times information about an agent’s client 
is more valuable than a _ brand-new 
name would be. For example, one agent 
sold a $25,000 policy because the bureau 
informed him of a favorable change in 
the policyholder’s situation which the 
agent had not known about. 

Basis of the prospect bureau’s work 
is uncovering new needs. For example, 
who is being promoted, building a home, 
getting married, having children, ex- 
periencing improved business, moving to 
a new home, having an age change, re- 
ceiving a matured endowment? Other 
sources are age changes, fully paid up 
policies, and death claims. 


The prospect bureau is especially 


helpful when a seasoned agent gets into 
a spot where he feels he has “nobody 
to see.” It boosts his morale and stimu- 
lates his sales efforts. It is a great help 
when an agent is on the home stretch 
and is making an all-out effort to meet 
a quota or a convention requirement. 

While it might be thought that pros- 
pect bureau leads would be fine for new 
agents, the practice is to confine them 
pretty much to established agents. If 
leads are given to new men these men 
tend to lean on them too much. How- 
ever, the bureau does valuable work in 
analyzing the prospecting problems of 
new agents. 

Miss Murray does occasional travel- 
ing among the agencies. She talks with 
the agents individually about their pros- 
pecting problems and then usually trains 
a girl to carry on this work in the 
agency along the same lines as it is 
done at the home office. 


Organized 12 Years Ago 


When Miss Murray was doing a sim- 
ilar job for the Company in Boston be- 
fore organizing the home office bureau 
12 years ago the agents there got 25 per 
cent of their business through these 
leads. Currently many of the other 
agencies of the company obtained sub- 
stantial percentages of their business 
from the home office bureau. For ex- 
ample, the Henry M. Faser, Jr., Boston 
agency got over half a million of its 
business through these leads in 1941, 
and the Conrey agency at Pittsburgh 
obtained 24 per cent of its business 
through leads. The Banks & Transue 
agency in Cleveland credits approxi- 
mately a million dollars a year of its 
business to the prospect bureau. And 
the J. Elliott Hall agency at Newark 
obtained about $900,000 from this source 
in 1941. The Frederick A. Schnell 
agency at Peoria obtained about $377,- 
000 last year through such cooperation, 
and the Fred M. McMillan agency at 
Los Angeles secured $350,000 from 
leads. 


Debate Objections 
at Indianapolis 


Prepared scripts, previously rehearsed 
by J. P. Meek and E. M. Spence for a 
“Prospect and Agent” interview de- 
signed to show answers to objections, 
fell in shreds to the floor as Mr. Meek 
ad-libbed at a luncheon meeting of the 
Indianapolis Association of Life Under- 
writers, tearing his part in bits, and Mr. 
Spence followed suit. Both are past 
presidents. President R. I. Blakeman, 
Jr., presided; C. F. Davis was debate 
chairman, and W. J. Greener, past- 
president, was referee. 

Mr. Meek proposed his extemporane- 
cus objection at the sound of the gong 
—a most formidable alibi for not buy- 
ing, and followed with others. Mr. 
Spence took up the challenge, tore up 
his script and waded in to answer the 
objections, point for point. In rebuttal, 
Mr. Meek took advantage of “no rules” 
feature of the contest, burlesquing Mr. 
Spence’s glowing sales talk. In spite of 
this, Mr. Spence. the agent, was ad- 
judged winner, Mr. Meek being penal- 
ized for being “offside.” 


Debate Interesting Question 


The debate was was under the sub- 
ject, “There Is No Substitute for Life 
Insurance,” which is the association’s 
program theme this year. Among the 
objections advanced, and the answers, 
were: 

“I favor real estate.’ Real estate is 
often a good investment, especially as 
a home. But, real estate investment men 
favor life insurance very strongly as ex- 
tra security and as a desirable invest- 





ment for the owner of a home or real 


estate, If life insurance is good for the 
lender of money or real estate, then it 
surely is good for the owner of real 
estate or his family, particularly when 
that real estate is not paid for fully, and 
will eventually be subject to estate de- 
preciation at the death of the owner. 

“Inflation.” Life insurance is recog- 
nized as the best hedge against inflation. 
Even under European “uncontrolled in- 
flation” in post-war years, it had a great- 
ly favored position over other assets. 
The life insurance dollar is always a 
double duty dollar and is invaluable un- 
der price inflation. 

“Must prepare for my larger income 
tax.” That’s the thing to do first of all. 
But most of our prospects are still in 
the lower income class—up to $3,000 a 
year—and the income taxes on these 
classes are moderate. Many prospects, 
including those in the middle and upper 
brackets, are actually more prosperous 
than in former years. Better business 
conditions largely offset increased taxes. 

“I’m going to spend it all while I’ve 
got it!” If the prospect is utterly fool- 
ish, he is not a good risk. Remind him 
of the rising market of life insurance. 
Tell him that one in 10 cannot get life 
insurance. Show him that he is missing 
something more desirable than “fun” 
when he does not get his share of life 
insurance, after he has invested in de- 
fense bonds. 





Successful Sales 


Ideas for 
Use Today 


Agents should revise their prospect 
files in view of today’s economic situa- 
tion, Howard D. Goldman, Richmond, 
Va., suggested at the New York City 
convention of Northwestern Mutual Life. 

He is finding good prospects among 
people in the hauling and transportation 
business, and said that these people will 
be even better prospects in 1942 because 
they are not only making money but 
they are acquainted with the problem of 
depreciation and realize the necessity for 
setting up sinking funds to take care of 
asset depletion, which is exactly what 
the agent is selling. 


Cites Case He Wrote Recently 


After delivering some corporation in- 
surance recently, Mr. Goldman sug- 
gested to the head of the company that 
one of the reasons that insurance was 
purchased was to perpetuate the busi- 
ness and thus protect faithful employes. 
The president gave Mr. Goldman per- 
mission to make this point to key em- 
ployes, and he furnished Mr. Goldman 
with names of the men to see. Mr. 
Goldman’s story then was that if the 
company thought enough of their jobs 
and their income to protect them with 
life insurance, employes themselves 
should protect with life insurance a part 
of this income for their families. 

Mr. Goldman had a prospect for busi- 
ness insurance in two individuals who 
owned the entire capital stock of a small 
corporation. They advised him that 
taxes were so high and profits so small 
the firm could not afford business insur- 
ance. Mr. Goldman suggested dissolu- 
tion of the corporation and reconstitu- 
tion of it as a partnership, thus decreas- 
ing overhead and taxes. He then sold 
partnership liquidation insurance. This 
is a good field for the agent at the pres- 
ent time. 

After delivering partnership policies 
Mr. Goldman always reviews the amount 
of personal insurance owned by the part- 
ners. There is usually a difference in 
the amount each carries. He fills in a 
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personal application blank for this dif- 
ference, goes to the partner and says, 
“Mr. Partner, you own 50 percent of this 
business and derive the same income 
from it as Mr. Co-partner. I’m sure you 
love your wife and children as much as 
he loves his, and that you want to and 
should be able to prov ide for their secu- 
rity as adequately as he is providing for 
his family.’ Mr. Goldman has placed 
considerable extra busiiess in this way. 

The discussion of wills, providing the 
agent knows his subject thoroughly, 
often provides an effective selling ap- 
proach. It leads directly to estate 
planning, which is profitable and leads 
directly to other good prospects. Re- 
ferred prospects come almost auto- 
matically when a job is well done. In 
addition, contacts with attorneys, trust 
officers and accountants bring other 
prospects of a high order. 


Paid Up Values Sell Policies 


There are many individuals today 
making larger incomes than ever before, 
but these prospects are afraid to make 
heavy annual commitments based on 
current income due to the uncertainty 
of their economic situation, The guar- 
anteed paid up values in life insurance 
policies, which are available on demand 
to the policyholder, make a perfect an- 
swer to the objection. Mr. Goldman 
approached a successful contractor who 
was working on several large projects, 
including government contracts. Mr. 
Goldman approached him with the idea 
of insurance to guarantee job comple- 
tion and to protect the potential profits 
for his family. The contractor bought 
educational policies for his children but 
because of his fear of the future the 
purchase was on a Single premium 20 
year endowment plan. 

Mr. Goldman nevertheless had a 
double examination made and a sub- 
stantial amount of ordinary life ordered 
because the prospect needed the pro- 
tection and certainly could afford it 
currently. When he delivered the poli- 
cies, Mr. Goldman met the contractor’s 
objection by illustrating total net pre- 
miums based on current dividends over 
a period of years and the guaranteed 
paid up value for the equivalent years. 
This showed that he could discontinue 
premium payments at any time after 
three years and have dividend-yielding, 
paid-up life insurance substantially in 
excess of total premium payments. The 
man promptly bought the ordinary life 
policies. A trust account was opened 
with the bank and as rapidly as pos- 
sible, out of the contractor’s large cur- 
rent earnings, deposits are being made. 
No withdrawals or assignments can be 
made of the fund, and the trustee is 
limited to the payment of premiums on 
this particular insurance when __in- 
structed to do so by the policyholder 
and for as long as funds are available. 

Mr. Goldman, when he hears of a 
man being transferred from his com- 
munity to another as the result of a 
promotion, writes a letter of congratu- 
lation and then follows up with a per- 
sonal call before the man moves. He 
explains that a lot of agents will natur- 
ally call on the prospect when he gets 
to his new location, but that he won’t 
know which one deserves his confidence 
for awhile. He has received a nice 
promotion which means more advan- 
tages for his family and a greater es- 
tate for himself, if he lives. 

Mr. Goldman suggests additional in- 
surance to protect the potential estate 
that is coming to him merely with the 
passing of time. A short term policy 
or quarterly premium is usually small 
enough to create real interest in the 
suggestion. 

Mr. Goldman uses low interest re- 
turns to get business. The fact that 
life companies are seeking good loans 
at 4 percent presents an opportunity to 
render prospects a real service, by help- 
ing them reduce their interest payments 
and place the savings effected in mort- 
gage cancelation insurance. The mort- 
gage companies like this too and they 
are usually glad to suggest other pros- 
pects for the same plan. 
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ae Gets Just What 


He Pays For 





A simple but effective method of put- 
ting over the idea that the life insurance 
buyer gets just what he pays for when 
he selects a particular policy contract 
was demonstrated by P. C. Irwin, as- 
sociate actuary Equitable Life, Ia., be- 
fore the Iowa Association of Life 
Underwriters annual sales congress in 
Davenport. 

Mr. Irwin took an ordinary rubber 
band and stretched it between his hands, 
pointing out that as the premium pay- 
ment period is lengthened or stretched 
out the amount of the premium is corre- 
spondingly reduced just as is the thick- 
ness of the rubber band when it is 
stretched. However, in both cases the 
total amount of premium or rubber in 
the band are the same regardless of how 
they are stretched or distributed. 

“In other words, in all these policies 
you get exactly what you pay for,” Mr. 
Irwin pointed out. “There is, therefore, 
no best policy in itself. The best policy 
for any prospect depends entirely on his 


individual needs and his ability to pay 
the contract. If the policy is to be funda- 
mentally sound so that the company 
knows that it will be able to carry out 
its agreement to pay all the benefits 
promised in the contract, then the value 
at the time the policy is issued of all of 
the future payments to be made by the 
insured, less expenses, must equal the 
value at date of issue of all the future 
benetfis promised by the insurance com- 
pany. If this fundamental principle is 
violated by charging a premium which 
is too low to pay for the benefits prom- 
ised, then the insurance company is on 
dangerous ground and may not be able 
to carry out the terms of its contract. 
If, on the other hand, the premium 
charged for the policy is too high and 
will much more than pay for the future 
benefits promised, then competition will 
force the company to decrease the pre- 
mium or increase the dividends or even- 
tually the company will find that but 
little new insurance can be sold.” 





War Time Selling Calls 
for More Work, Skill and 
Courage, Dolwick Finds 


The job of the agents today is to cre- 
ate more protection of human values, 
Ray J. Dolwick, supervisor of agencies 
of Phoenix Mutual Life, said in his talk 
at the sales congress of the New Jersey 
Association of Life Underwriters. The 
new problems which the war _ has 
brought to the agent necessitates a little 
more skill on his part, a little more time, 
a little more courage. 

The baseball player batting .250 this 
year will be paid $5,000; one batting 
350 will be paid $20,000 to $25,000, he 
said. So it is with the life insurance 
agent. If he increases his performance 
as little as 2 percent, he will find himselt 
emerging from the bush league to the 
big time. 

One of the current objections to buy- 
ing insurance is increased taxation, Mi. 
Dolwick pointed out. Until these taxes 
came along, building an estate through 
life insurance was optional. Today for 
most men it is the only way. Higher 
taxes and low interest returns make it 
practically impossible for a man of ordi- 
nary means to build a retirement fund 
or leave an adequate estate through any 
other means. 

Certainly most prospects are buying 
and must buy war bonds, but Mr. Doi- 
wick believes that if agents prospect fo: 
dollars rather than persons, there is still 
a substantial spendable margin in the 
country. Because the prospect can name 
his wife as beneficiary or co-owner of 
war bonds, that investment resembles 
life insurance and any discussion of it 
with the prospect can very logically be 


turned into a discussion of program- 
ming. 
Mr. Dolwick strongly recommended 


word pictures in the closing phases of 
the interview. He suggested several of 
these. Life insurance deals with people 
on the installment plan, he pointed out. 
Each day every man moves closer to the 
time when he no longer will be able to 
earn an income. Or, “most men calling 
on you ask you to spend money. Per- 
haps I am the only man in a long time 
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who has actually asked you to save 
some—not for me, but for yourself and 
your family.” Or, “If you were advising 
someone else, say your son-in-law, would 
you advise him to wait?” 

Today there is great concern among 
the people for the future and security of 
their homes and families; emotions are 
near the surface; more money than usual 
is flowing, and consequently there prob- 
ably never was a better time to sell life 
insurance, Mr. Dolwick concluded. 





Financial Position of 
Farmers Further Improved 


There has been much talk in the in- 
surance business about the favorable 
situation in which the farmers of the 
country find themselves as the result of 
good prices and crop conditions. The 
farmers recently approved wheat mar- 
keting quotas in the national refer- 
endum held by the U. S. department of 
agriculture. 

The loan program for 1942 wheat will 
average around $1.14 a bushel at the 
farm, which is 16 cents higher than the 
national average of 98 cents for 1941 
crops. This represents a substantial in- 
crease in the cash which will be going 
to farmers this year, and makes them 
even better prospects for insurance cov- 
erages. The loan rate for rye will be 
60 cents a bushel for No. 2 or better. 
Barley loan rates except in the far west 
will be 55 cents a bushel for No. 1, with 
5 cents a bushel more where stored in 
the western states. Grain sorghum loan 
rates will be 55 cents a bushel for No. 1 





Follow Wage Earner’s Dollar 


In large cities where ordinary agents 
are not accustomed to soliciting the 
wage earner market, they are having a 
difficult time writing such business. One 
large agency, recognizing this difficulty, 
is promoting the idea of following the 
defense worker’s dollar. Ordinary agents 
are used to selling merchants who are 
benefiting from increased purchases by 
wage earners, so that it is fairly easy to 
get business from them. 





[PROPERTY| 
MANAGEMENT 


ENGEL 
REALTY COMPANY 


Realtors & Insurors 























|| Actuanues||| 





CALIFORNIA 
Carl E. Herfurth 


Barrett N. Coates 


COATES & HERFURTH 
CONSULTING ACTUARIES 


682 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 














ILLINOIS 


DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


168 North La Salle Street, Chicago, Illinois 
Tel. State 1336 























WALTER C. GREEN 


Consulting Actuary 


211 W. Wacker Dr. 333 St. te Ave. 
Chi Orleans 


icago ew 
Franklin 2633 Raymond 0947 














HARRY S. TRESSEL 
Certified Public — and 


Act 
10 S: Le La Salle. St, Chicago 
Na oyna 4 i a a 
L. J. Lally 














INDIANA 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 





MISSOURI 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 312¢ 

















NEW YORK 





Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
6 West 4th Street New York City 














Consulting Actuaries 
Auditors and Accountants 





Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 








PENNSYLVANIA 
FRANK M. SPEAKMAN 























Beis tk 


i 





LIFE INSURANCE EDITION 


Officials of Union Mutual Life at recent business conference at Lake Kezar, Me.: 

Left to right: A. T. Lehman, vice-president and actuary; G. A. Stearns, superin- 

tendent of agencies; J. P. Brady, manager A. & H. claims; C. W. McNeill, superin- 

tendent of agencies A. & H. department; Harland L. Knight, assistant superintend- 

President Gerard S. Nollen (left) of Bankers Life of Des Moines, hands telegrams ent of agencies; Chester W. McNeill, vice-president, and Rolland E. Irish, president. 
to W. W. Jaeger, vice-chairman of board, reporting $1,787,000 in new life insurance 
written by Bankers Life agents to honor Mr. Jaeger’s double anniversary—his 38th with 
the company and his 20th as a home office official. The business was written in a 
“Dawn to Darkness” drive staged in 52 agencies and climaxed a “President’s Month” 
campaign in which Mr. Nollen called on the field organization to honor Mr. Jaeger. 








Officers of Federal Life admiring newly acquired Minute Man flag and Honor Roll 
plaque: Seated, left to right, Chairman Isaac Miller Hamilton and -President L. D. 
Cavanaugh; standing, Vice-president J. F. Williams, Secretary A. R. Thompson, Vice- 
presidents Spencer R. Keare and George Barmore and Treasurer A. F. Wieland. 


ABOVE—The first mobilization of the 
life insurance company of the New York 
City Patrol Corps, volunteer soldier- 
policemen, being drilled by Vice-Presi- 
dent L. Seton Lindsay of New York Life 
in assembly hall of Metropolitan Life 
building. : 

Recruited from home office employes 
of New York Life and Metropolitan Life, 
this unit will be assigned special guard 
duties on the New York waterfront. 








The giant service flag of Mutual Life 
of New York was unfurled in the main 
lobby of the home office as part of the 
company’s “Keep ’em in Your Hearts” 
campaign; 445 salaried and commissioned 
employes of Mutual Life are in the 
armed services. Holding the flag are 
eight of the home office Girls’ Service 
Organization of the U. S. O.; left rank, 
front to back, Ann Forsyth, Margaret 
Lodge, Alice Telakowski and Eleanor 
Corbett; right, Helen Lunch, Bernadotte 
Lally, Catherine Treanor and Evelyn 
Meyer. 

















For years it has been an accepted business 
practice to insure material assets—plant, ma- 


chinery, stock and fixtures. 


But a far more important asset—the brain 
power of a key executive—is frequently over- 
looked. 


The greatest asset of a business is its brains— 
the power that develops it, creates good will, 


brings in customers. 


The loss of material assets can be made good 
quickly. But it takes time, thought and money 
to replace the man whose directing force ren- 


ders the business profitable. 


His death causes uneasiness in the organiza- 
tion, shakes the confidence of customers, and 
tightens credit when credit is needed most. 


And death usually strikes at the wrong time. 


Today’s conditions call for a proper appraisal 
of brains. And brains call for the fullest protec- 
tion—the protection afforded by Business Life 


Insurance. 


BUSINESS LIFE INSURANCE 


cannot prevent, but will compensate 
the loss of a key man in your business. 


The Cash Proceeds Will: 


Indemnify your business against its great 


loss. 
Assure the cooperation of creditors. 


Permit the completion of projects already 


under way. 


Attract a competent successor and enable 
him to carry on unhampered by money 


problems. 


—Massachusell Malual 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Organized 1851 
BERTRAND J. PERRY, President 


To our Representatives: The timely text reproduced above is available for direct mailing 
to your Business Life Insurance prospects. 

















